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SPEAKING OF THE JEWELRY TRADE .« 4 4 


Many recent reports 
have indicated a widespread adoption 
of shatterless glass for automobiles, 
airplanes, ocean liners, home windows 
and store windows. At first it seemed 
to be used purely for the protection 





of riders or passengers, but now it 
seems to be spreading to the building 
trades to reduce the hazards of flying 
glass for residents and storekeepers. 

A recent report from Toledo tells 
us that some merchants among the 
jewelry trade have turned to the use 
of safety plate glass screens in their 
windows to protect valuable displays 
of gems, jewelry and watches, not 
only from accidents but from the 
work of bandits; also that the glass is 
being introduced as a protective meas- 
ure in the showcases in some stores. 
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Many encouraging 
reports are being received by manu- 
facturers who are making the right 
goods at the right prices and who tell 
us of increased business which they 
ate doing and expect to do next year. 
In speaking on this line, O. M. Goge, 
manager of the New York office of 
The Ingersoll-Waterbury Co., told of 
the plans they had made to prevent a 
shortage of certain of their lines dur- 
ing the Christmas season, in which he 
said that their work began last June 
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in their endeavor to supply a sufficient 
quantity of Mickey Mouse and other 
Ingersoll models. As a result, more 
employes have been working at 
Waterbury than ever before in the 
company’s history. He says: 
“However, even basing production 
on a much higher figure than last 
year, we again find ourselves in an 
oversold condition. The demand for 
our merchandise this season is greatly 
in excess of last year and could hardly 
have been anticipated. Nevertheless, 
our factories are working overtime 
and special shipping arrangements 
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have been made to keep jobbers sup- 
plied to the greatest extent possible. 
Even more Mickey Mouse watches 
will have been sold before 1934 is out 
than were sold when the watch was 
introduced in 1933. 

‘The management of the company 
expresses deep regret that a shortage 
of merchandise looms ahead, but since 
training people to make watches is a 


long process, production has been. 


stepped up to the highest possible 
point consistent with good quality. 

“We anticipate that the demand 
will again be great in the early 
months of next year, as it was in the 
early months of 1934. For their own 
protection jobbers are urged to give 
careful consideration to this improve- 
ment in demand and arrange in time 
for their future needs.” 
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l: you boiled down 


all the expert knowledge on personal 
salesmanship, you would get this as a 
final result: “Help your customers 
to buy.” 

“Hold on to that simple idea,” says 


CEL YOU THE TRUTH ~ I'M GETTING 





Gruen Sales Digest. “Tack it up as 
a store motto. Forget the notion 
that a sales transaction is a con- 
test. “Treat each customer as a per- 
sonal friend. Recommend what you 
known to be best suited. Don’t ‘gold- 
brick’ them with a misfit, or sell them 
beyond their needs or means, simply 
because they trust you. 

“Come around (figuratively) on 
their side of the counter with them; 
counsel them honestly. Evidence in 
support of this simple formula is seen 
in the new type of stores, where 
tables replace counters; where sales- 
man and customer sit down, side by 
side, instead of staging a mental tug- 
of-war from opposite sides.” 
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I, the course of 


a recent article to educate the public 
as to the meaning of synthetic gems, 
Charles L. Frank, president of the 
Precious Stone Dealers Association, 
recently explained his experience in 
attempting to stop the deliberate mis- 
representation of such stones by a 
prominent New York department 


























store, in large advertising featuring 
“A synthetic.gem ring for $2.50” set 
in sterling silver. Mr. Frank goes 
on to explain that as president of the 
Precious Stone Dealers Association 
he found it his unpleasant duty to 
investigate what obviously was an im- 
possible sale. To use his own words: 

‘Accordingly, I was the first cus- 
tomer to purchase one of these ‘syn- 








thetic gem rings for $2.50.’ As I 
expected, I found these stones glass 
imitations and not synthetics. The 
ignorance of the salesgirl was appall- 
ing. It was only exceeded by that of 
the assistant buyer who, after tele- 
phoning to the manufacturer who had 
sold her the rings, announced that 
‘the stones were not only synthetic 
but naturally mined and cut.’ I then 
recounted my entire experience to the 
president of the store. Later in the 
day, after careful and diligent inves- 
tigation he decided there had been no 
misrepresentation. To him and ‘a 
dozen other laymen he had ques- 
tioned,’ ‘synthetic’ is synonymous with 
‘imitation.’ Giving this executive the 
benefit of the doubt as to the honesty 
of his reply, it is unfortunate that 
such ignorance exists in places where 
the public has the right to expect ex- 
pert knowledge.” 
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“M 
ention no names,” 


said an official of a watch company, 
“but tell it—I think the trade will 
be interested in the story.” 

This is the story: A certain sub- 
jobber of New York City wanted to 
obtain some watches now being sold 
under the plan of controlled distribu- 
tion. He approached a salesman for 
one of the wholesalers who are carry- 
ing the line, and together they put a 
proposition to a retail jeweler who 
was stocking the desired watches. 
The jeweler agreed to buy more than 
$500 worth of watches, which he in 
turn would sell to the sub-jobber at 
a small profit. The deal went 
through. 

Rumor, and the natural suspicion 
of the manufacturer, who was sur- 
prised at the rather large order, led to 
an investigation. ‘The situation was 


plain—and it had two results. The 
retailer lost the line, and the sales- 
man for the wholesale distributor lost 
his job. 

The moral of this story is obvious; 
moreover, the instance is but one of 
several which have come to light, and 
which go to show the strict check 
some watch manufacturers are mak- 
ing to prevent their merchandise from 
getting into undesirable hands. 


ef i. 


Flere is a story 
which, although fourteen or fifteen 
years old, well illustrates the way in 
which the high traditions of the jew- 
eler established many centuries ago 
by ancient masters of the craft have 
been perpetuated up to the present 
day by its modern representatives. 
The incident involves Tiffany & Co., 
and the story of what occurred 
reached the JEWELERS’ CIRCULAR at 
this late date quite by accident. 
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A New York woman had left at 
Tiffany’s a rare antique English ster- 
ling tea set for repair—it had dents to 
be removed, and various other defects 
of wear which needed fixing. In due 
time the set was returned in perfect 
shape. At the first of the month the 
woman received her statement (she 
was a charge account customer) and 
was somewhat surprised to find the 
bill for the repairs had not been in- 
cluded. Assuming that it would be 
included in the statement for the fol- 
lowing month, she said nothing about 
it. But two more months went by, 
and finally, one day when she was 
in the neighborhood the customer 
stopped at the store and called the 
attention of the clerk who received 
repair work to the omission. ‘The 
head of the silver department was 
summoned. After the situation was 
explained to him he replied: “No, 
Mrs. ———,, we did not charge you 
for repairing that remarkable tea set. 
We don’t intend to. We feel that 
perhaps you should charge us ror the 
privilege of handling it. It is one of 
the best examples of old English sil- 
ver that we have ever seen, and it 
was a pleasure to have it in the 
store!” 
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Many special designs 
for wedding and engagement Tings 
have been used in the past few years 
and no doubt they have increased the 
sales both of the rings and of the 
finer quality of rings. One of such 
new designs known as the “Cords of 
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Matrimony” recently produced by 
Henry Kohn & Sons, retailers of 
Hartford, Conn., was the subject of 
considerable publicity in an_ illus- 
trated article on this new ring and 
its design. The Hartford Daily 
Times said, “The ring is exquisitely 
wrought showing many fine ‘cords’ 
bound together by a plain band, a 
‘band of love’,” and continues: 
“Wedding bells and orange blos- 
soms have frequently been incorpo- 
rated in designs of wedding rings as 
have conventional figures of no par- 
ticular significance, but, according to 
Albert M. Kohn, ‘Cords of Matri- 
mony’ is the first design which has 
added any real symbolism to that of 
the perfectly plain wedding ring, a 
circlet expressing never-ending love.” 
The new wedding ring was pat- 
ented by F. T. Johnson of the Kohn 
firm, September 24, and was assigned 
by him to Henry Kohn & Sons. 
When asked how he came to create 
the “Cords of Matrimony,” the Times 
quoted him as follows: “TI first be- 
gan thinking about it when brides- 
to-be asked for ‘something different’ 
and yet something that would truly 
express the real meaning of marriage.” 


4+ 4 4 


A new material 
which is being used as a gem sub- 
stitute has recently been detected in 
the laboratory of the Gemological 
Institute, Los Angeles. ‘This ma- 
terial is evidently a combination of 
soapstone, calcite and quartz,” says 
Gems and Gemology. ‘The sub- 
stance is easily carved because of the 
softness of the soapstone and cal- 
cite. It is scratched by fluorite, 
which is 4 in hardness, and _ less 
easily by calcite; a knife blade, even 
of very inferior steel, cuts into it 
readily. The hardness test is the 
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quickest means of identifying this 
material. 

“The two specimens which have 
been tested by the G. I. A. are light 
blue and dark blue, respectively, 
and had undoubtedly been dyed. 
The natural material, it was found 
by scraping one of the specimens, is 
practically white with a soapy ap- 
pearance. Both pieces were carved 
in the Oriental manner and 
mounted in thin gold-plated silver 
rings. ‘The dark blue was sold as 
Lapis-Lazuli and the lighter blue was 
represented as Chinese Turquoise. 
It is logical to assume that specimens 
dyed other colors — particularly 
green, in imitation of jade—will 
emanate from the same source; there- 
fore, gem and jewelry buyers are 
warned to be on the lookout for 
them.” 
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Burglars for the second 
time in three years visited the jewelry 
store window of Sosin Bros., Inc., 
394 George Street, New Brunswick, 
N. J., Oct. 30, and stole more than 
$900 in jewelry and old gold. The 
jewelry was insured, but the display 
arranged after long, hard hours of 
work in preparation for the concern’s 
14th anniversary sale was destroyed. 

Jack Sosin, however, did not spend 


WHAT AN OPPORTUNITY J Ewe Li y 
a 


FOR A 
2 


ba 





4 





4 
> 





= 


| «ite IAA 


much time in weeping over the de- 
struction of his show window. He 
rushed to the local newspaper office 
and inserted a “Thank You” ad, 
which appeared on the same day as 
the robbery. It read: 

“Thanks! ‘Mr. Burglar.’ You 
used excellent judgment in picking 
quality jewelry from our window. 

“Regardless of the burglary our 
14th anniversary sale will start 
Thursady, Nov. Ist. Watch the 
Daily Home News for full partic- 
ulars.”’ 

A hole about three feet high and 
tapering from two feet at the bottom 
to six inches at the top was made in 
the thick glass. 

A tray of old gold on display con- 
tained old gold valued at $419.95, 
Jack Sosin said, and the partner said 
at least $400 of old gold is missing. 

Seven watches were stolen. Two 
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of the watches were Parker made, 
one was an Elgin, and four were 
Gruens. 

A tray containing six rings of the 
emblem, initial and onyx type was 
also stolen. 
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certainty about ‘inflation’ and that is 
the uncertainty of the meaning of 
that term,” said Dr. Warren M. 
Persons, New York consulting econo- 
mist and former Professor of Eco- 
nomics at Harvard and other univer- 
sities, recently when asked, “If infla- 
tion comes in the United States, how 
can one conserve the value of his 
property against it?” 

“The ownership of commodities 
and tangible things, either directly 
or indirectly through the ownership 
of stocks or exporting one’s funds,” 
‘ontinued Dr. Persons, “are the only 
ways I know of to protect one’s 
property, or to hedge, against the 
danger of uncontrolled paper-money 
inflation. I should expect that, next 
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—My friend Zilch is a dyed-in-the-wool re- 
actionary. 

—He went over to Grand Central the other 
day to view the new stream-line train. 

—‘‘Damn foolishness,” he complained. “Pres- 
ent trains are too fast as it is. All these 
changes are driving us crazy. Where are we 
going to?” 

—wWell, Zilch, if | had the time | could write 
a book and tell you where we're going. 
—We’re going to have more new inventions, 
gadgets, contraptions and what-nots than 

we ever dreamed of before. 

—We're going to have fabricated dwellings 
that will be equipped with every kind of 
a labor-saving device and every mechanical 
luxury imaginable. 

—We're going to have a trans-Atlantic air 
service that will take us from New York 
to London in ten hours. 

—We’re going to be able to sit in our recep- 
tion room on Main Street, U. S. A., and 
view a horse-race in Calcutta, India. 

—We’'re going to 





—But I’m not going to write that book just 


yet, friend Zilch. 

—Suffice it to say that the World is rushing 
onward and mankind must move with it. 
—What’s going to happen in the next 
twenty years will make Jules Verne look 

like a second-rate piker. 


President. 
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to the attempted flight of capital, one 
of the earliest signs of general lack 
of confidence in the dollar would be 
the purchase of commodities having 
the characteristics of high value, dur- 
ability and portability. Gold and 
silver have these qualities, but it is 
illegal to hold these metals. The 
ownership of precious stones, especial- 
ly diamonds, affords a hedge against 
inflation.” 


7 G2 9 


dd 
An that glitters 


is not gold,” said Shakespeare and 
other old writers in one way or an- 
other, and this truth jewelers have 
learned in many ways in the past cen- 
turies. It is something that should 
be kept in the mind of everybody, the 
manufacturers, the dealers, and the 
public at large, owing to the attempts 
that are being made on the part of 
swindlers to sell so-called “gold” 
which contains no value. 

One of the recent incidents of this 
kind is reported to us by Grover C. 
Lutter, Chief of Police of the City 
of Racine, Wis., who says that on 
October 25 they picked up a man who 
was one of several who had been 





ALL IS NOT GOLD 
THAT GLITTERS 





about the city trying to sell so-called 
gold bars, which proved to be worth- 
less. He says: 

“We sent the gold to the Mil- 
waukee Refining Corporation to be 
analyzed, and got the following re- 
port: 


Gold contents.........mo trace 
Silver contents........ no trace 
Platinum contents..... no trace 


Nickel contents, 
about 80 to 90% 

This report shows that there is no 
gold in the white metal that this man 
is disposing of. 

“Am sending you this information, 
thinking perhaps that you would be 
interested, and publish an article in 
the JEWELERS’ CIRCULAR, warning 
the jewelry merchants throughout the 
country of these men.” 





Epitor’s NorE—We are glad to use the 
Chief’s letter for the benefit of jewelers 
in general. 











A policy adapted 
to economic conditions is the open secret of the greatly 
increased sales of the gift department of William Wise 
& Son, Borough of Brooklyn, New York City. This 
establishment was founded in 1834 but its methods are up 
to the current minute. 

Its gift department was reorganized last January 
(1934) in order to make it thoroughly responsive to the 
spirit of national fecovery. The firm’s manager, New- 
ton H. Rogers, widely known in the jewelry trade, believes 
that although the buying power of many people has been 
lessened, that the quality of merchandise, whatever its 
price, must be maintained at the highest level. The Wise 
gift department is no gift shop in the ordinary sense. 

It is a combination of a complete silverware line with 
a display of articles of moderate price. Its position is on 
the second floor of the firm’s four-story building at 440 
Fulton St., and it is readily reached both by stairway and 
elevator. On the ground floor, devoted to diamonds, 
jewelry, watches and stationery, some silver articles are 
shown and the customers are referred to the story above 
tor the complete stock. One of the show windows at the 
street entrance is given to the gift and silver lines. The 
front end of the gift department itself is practically all 
glass which makes possible the exhibiting of articles. 
These are visible not only from the curb, but to the pas- 
sengers of the elevated railroad a few yards distant. 

The space assigned to the silver and gift department is 
25 by 125 feet. The sides and the rear end of the big 


room are lined with deep wall cases. The center is !argely 


HOW This Gift Department 


By John W. Harrington 





filled with tables of various sizes and heights on which are 
arranged articles with the gift appeal. Rich lace covers 
of an ecru shade furnish an effective setting for the varied 
merchandise. Originally this department had many floor 
show cases, but with the exception of two or three, these 
were discarded. 

On the tables no hard and fast system of classification 
according to price is maintained. ‘The articles are shown 
mostly according to use, or as the modernists in art put it, 
with reference to ‘“function.”” However, that idea is not 
slavishly followed, for the tables are intended to excite the 
curiosity and interest of prospective customers and each is 
assembled in its layout as an artist would compose a pic- 
ture. Articles of moderate price, some quite inexpensive, 
but not cheap in looks—are neighbors of far more costly 
wares. All are identified by tags which not only bear 
the prices, but brief descriptions of each item of mer- 
chandise. Formerly these goods were crranged according 
to their retail prices—as for example, there were $5 and 
$10 tables. This system has been profitably abandoned. 

“Suppose a customer comes into this department, per- 
haps for the first time,” said Mr. Rogers, when asked 
about the layout. “He may have some plan to spend only 
so much for a gift or for each of several gifts he con- 
templates buying. If the goods were arranged according 
to price only he might stop at a $5 table and stay there 
until his wants were supplied. Involuntarily he limits 
his choice. He might even purchase something which 
would not be especially appropriate, however excellent. 
But if therg are articles of varied prices before him, he is 
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Views of the Wise 
Gift Department: 
Above, looking to- 
ward the front, gift 
articles of every de- 
scription, with lamps 
for lighting judi- 


the rear, showing 
more tables. 


Fconomic Conditions 
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likely to examine them all. He may like something at 
$5, but an article at, say, $7.50 he may like better, and 
one at $10 the best. He is also apt to see on this same 
table an attractive piece many times the price of what he 
had in mind. He may come back for it later, if he does 
not buy it at once.” 

The psychology of this arrangement is that many per- 
sons with adequate means are inclined to hesitate buying 
what they can well afford because of the continuous dis- 
cussion about finance. Their reluctance is, however, 
swept aside when they see merchandise which kindles 
their enthusiasm. They may not respond to high pres- 
(Turn to page 80) 



















Make Your Telephone Help Santa 


‘Telephone merchandising 
is an ever-increasing keynote in business today and is of 
especial importance during the holiday season when much 
of the last-minute Christmas buying is done. It may be 
defined as the practice of encouraging customers and 
prospective customers to do business with you by tele- 
phone. 

This may be accomplished in a variety of ways, either 
through direct telephone selling to tell them about new 
merchandise or a “special’’; or through advertising your 
telephone number more extensively, urging them to use 
it to place orders or make inquiries; or through attractive 
window displays which emphasize the desirability of shop- 
ping by telephone. 

Thus you make people conscious of the fact that your 
jewelry store is as near as the customer’s telephone, right 
at her elbow. 

A vast army of merchandisers, selling anything from 
soup to nuts, are just waking up to the fact that it is 
advisable to suggest more emphatically, instead of in- 
differently, that the telephone be used in response to their 
advertising. In the past they thought advertising was 
enough. To day they find that it pays to induce im- 
mediate action in phoning in orders, and that this 


can best be achieved by asking them to telephone, 

From a series of test surveys recently made in its ter- 
ritory in five states by The Chesapeake & Potomac Tele- 
phone Co. in Washington, D. C., it was shown that only 
about one-third of the newspaper advertising made any 
reference to the telephone—even if it were only to list 
the advertiser’s telephone number. And of all these ads 
only 10 per cent made a direct appeal to the reader to 
respond by telephone, or built their advertising appeal 
around the advertiser’s accessibility to the reader by 
using the telephone. 

The jeweler’s merchandising problem lies largely in 
getting all the new and repeat business he can. By means 
of aggressive telephone merchandising customers and pros- 
pects are impressed with the idea of using the telephone 
instead of going in person. Once they get the telephone 
habit, they remain your customers. The tendency to shop 
for temporary bargains is largely eliminated. 

It is much easier to order by telephone than it is to 
bother going in person and this is particularly true during 
the Christmas buying period. Most of us have a streak 
of laziness, or, if you will, a love of leisure. When we 
read an advertisement we may feel inclined to purchase 
the article advertised, but the physical effort of going to 
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the store to get it, or even of looking up the telephone 
number, may be the difference between passing it up and 
buying. 

The jeweler whose telephone number is clearly dis- 
played, and whose ad is prepared with the thought 
in mind that it will definitely win a telephone response, 
has a much better chance of getting the order than the one 
who ignores the telephone entirely as a sales route to 
more volume. 

Through advertising and promoting the use of the 
telephone, plus the efficient handling of the resulting tele- 
phone business, a jeweler can do more to influence the 
shopping habits of his customrs and prospects than by 
any other method of obtaining new and repeat business. 


Undoubtedly there still exists today a tremendous field . 


for aggressive telephone merchandising and using the 
telephone appeal to sell direct to the consumer. When 
customers become telephone shopping conscious they in- 
variably patronize the jeweler who emphasizes the use 
of the telephone in advertising, whether it be via the 
newspaper or the handbill, blotter, postcard, circular, 
sales letter, or in the classified section of the local tele- 
phone directory. 

Advertising the use of the telephone is more emphatic, 
more direct, more suggestive than any other method of 
getting people to act immediately. For instance, a jeweler 
recently mailed out 1200 penny postcards, inviting tele- 
phone orders for the article featured. About 100 calls 
were received and sales made. ‘The postal emphasized the 
telephone number of the jeweler and brought in busi- 
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ness far in excess of his expectations, particularly as the 
cards went to people to whom he had been sending out 
sales literature from time to time without much result. 

So if you put out a postcard, or anything which runs 
a special as a buying stimulant, whatever method you use 
to bring this before the public, you cannot afford to omit 
stimulating direct orders by telephone by emblazoning 
your telephone number and the fact that telephone or- 
ders will be delivered, by putting the announcement in 


LARGE TYPE. 


5 ae sales outlets increase 


if you can stimulate telephone business by seeing how 
the telephone can be made to fit more intimately into your 
merchandising program. Selling today involves the 
keenest kind of merchandising skill and the jeweler who 
fails to employ any selling vehicle (particularly the tele- 
phone) which is easily available to stimuate business, 
need not wonder why sales are falling off, or why he is 
only holding his own. 

One jeweler ran a window display recently in which 
four hand telephone sets were shown, and one large desk 
telephone ten times its normal size. In the center of the 
window was a large decalcomania sign emphasizing the 
fact that telephone orders were welcomed. In preparing 
a window display for the holidays the Christmas buying 
by telephone idea may be presented with Santa Claus 
at the telephone. 

This kind of a sales stunt, stressing the importance of 

(Turn to page 71) 
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Holiday Trade Has Started 


S this issue goes to press, the 
jewelry trade of the country is 
beginning to feel the first strong im- 
petus in business that comes as a re- 
sult of the beginning of the holiday 
and Christmas season. Reports from 
all sections of the country indicate 
that the improvement in business that 
is being felt by retail jewelers, as a 
whole, is greater, more pronounced 
and apparently on a more solid foun- 
dation than the retailers have enjoyed 
for several years. In almost every 
section, sales have improved to an ex- 
tent that predicts a better Christmas 
season than the trade has had for the 
last two years, and although it may 
still be far below the banner years of 
six or seven years ago, the prospects 
of continuous better business seem to 
be better than at any time since the 
depression began. In some cities, 
jewelers have already begun to feel 
a real rush in business, but in nearly 
every section reported, the number of 
sales and the amount per sale have in- 
creased to an extent that is most en- 
couraging. 

It is true, that most of the sales in 
jewelry proper have been in the 
cheaper lines and that those covering 
finer gems and valuable gold and 
platinum jewelry have not felt the 
impetus in business shown by the 
popular grades; but even in the finer 
lines, things are better than they have 
been for the last two years and the 
‘ prospects now held out for the Christ- 
mas trade seem most promising. Sales 
of watches and of silver are gratify- 
ing and show a great advance. Deal- 
ers handling side lines, such as fine 
china, glassware, art lines or novelties 
also reported a holiday season in these 
that is most encouraging. 

Local conditions naturally affect 
the jewelry business in different cities 
and centers due to the difference in 
the forces that affect farming, indus- 
trial and general distributing centers. 
But whether the improvement in gen- 
eral sales has been only 20 per cent 
in one section, 42 per cent as reported 
by another or even 75 per cent as 
some dealers have announced, im- 
provement has been general. It looks 


now as if the retail jewelers will start 
the business of 1935 with a smaller 
stock and under better financial con- 
ditions than they have enjoyed for a 
long time past. 

Under the circumstances, we feel 











IN ANSWER TO HUNDREDS 
OF QUESTIONS 


Every assembler or producer of 
jewelry must pay a tax upon the sale 
of his product for $25 or more. There 
are no exceptions. 

The tax is due on such sale: 


(1) Whether the article was as- 
sembled or produced before or 
after the present tax law was 
passed. 

(2) Whether or not the gems 
or mounting or other ingredients 
in the produced articles have al- 
ready paid a tax to the Govern- 
ment. 

(3) Whether or not the produc- 
er had bought the gems or 
mounting as “tax free” or other- 
wise. 

(4) Whether or not the ingredi- 
ents used were new or second- 
hand. 


If the completed article is’ valued 
at $25 or more (based on the price 
of such article in a sale from a manu- 
facturer to a retailer), the tax be- 
comes due upon the sale. 

This may result in unfair conditions 
but it is the law and is not affected 
by any statements by the manufac- 
turers, importers, or their salesmen, 
or even by some of the Government 
employees. Producers may be manu- 
facturers, wholesalers or retailers. 
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we can conscientiously extend to the 
jewelry trade our sincere wishes for 
a Merry Christmas and a Prosperous 
New Year. 


+ ¢ 4 


Fighting False Marking 


CTIONS against manufacturers 

of gold and platinum jewelry 

and watchcases, brought last month 
indicated that the campaign against 
the violators of the marking laws of 
the state and nation started by the 
Jewelers Vigilance Committee of 


New York was under way and 
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would continue during the next year. 

Conditions in regard to false mark- 
ing of precious metals have grown 
very serious within the past few years 
and the news that the Jewelers Vigi- 
lance Committee had acted to see that 
the state and national stamping laws 
were enforced, was received with 
pleasure by all branches of the jewelry 
trade. In fact, so important was this 
considered to the consumers that 
newspapers throughout the entire 
country published notices about the 
campaign and emphasized the fact 
that this drive, started against false 
marking is a matter of vital impor- 
tance to the public which has always 
had implicit faith in the quality marks 
used on the precious metals. 

The Jewelers Vigilance Committee, 
it is reported, is making a wide in- 
vestigation in regard to law violators 
that will continue until the principal 
offenders have been driven out of the 
industry. 


4 ¢ 
The Meaning of the 
Karat Mark 


EMEMBER that the laws cover- 
ing the quality marking of 
jewelry presume that the manufac- 
turer or seller is selling exactly what 
is denoted by the karat mark. 

It is true that many State laws 
allow a leeway of one karat from the 
mark to the manufacturer; also that 
the National Law provides that any 
part of the gold in an article must 
be within one-half karat as marked 
and that the whole article including 


-solder, base metal, etc., must come 


within one karat of the mark. These 
allowances are made to protect the 
honest jeweler in case of a technical 
discrepancy, when he tries to supply 
the exact quality marked in karat 
form. They are not intended to pro- 
tect the man who uses 13% karat or 
13 karat in the manufacture of 14 
karat jewelry. Manufacturers using 
gold of deficient quality must pay the 
penalty, should the metal lose any- 
thing in the manufacturing process. 
The courts have said that jewelers 
must know the quality of their articles 
and are fully responsible for any 
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deviation from the marks they carry. 
The leeway in the laws gives no pro- 
tection to the man who starts by man- 
ufacturing gold of less fineness than 
the karat mark which it bears. 


“2 
R.F.C. Loans to Industry 


HOSE members of the jewelry 

trade, manufacturers or others who 
are complaining that their local banks 
will not cooperate with them in ob- 
taining money to develop their busi- 
ness at this time will be interested in 
the letter which appears in another 
column from Jesse H. Jones, chair- 
man of the Reconstruction Finance 
Corporation, which briefly explains 
this corporation’s authority and policy 
with respect to direct loans to in- 
dustry under section 5 (d) of the Re- 
construction Finance Corporation Act 
as amended. 

Mr. Jones, in sending this letter to 
THE JEWELERS’ CIRCULAR, explains 
that solvent industries which are in 
need of funds for the payment of 
labor or for the purchase of materials 
incident to the normal operation of 
the business, are not now making the 
fullest possible use of the facilities of- 
fered by the RFC. We are publish- 
ing his letter on the chance that manu- 
facturing or other jewelers who can 
develop their business and give further 
employment within their industry 
may see an opportunity of getting the 
help they want if they can comply 
with the conditions which the RFC 
Act requires. 

Of course, it is essential that the 
business must have been established 
prior to Jan. 1, 1934; that such loans 
will be adequately secured; that the 
maturity of the loans must not exceed 
five years; that the borrower must be 
solvent when he gets the loan; that 
credit at prevailing bank rates for 
loans of the character applied for are 
not available at the banks and that 
teasoriable assurance of increased or 
continued employment of labor can be 
given by the lender. Each Loan 
Agency of the RFC will, when re- 
quested, assist and advise with appli- 
cants, both in determining their eligi- 
bility for the loan and in preparing 
their applications. 
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Get Your Share of the Christmas Dollars 


ECEMBER is the month that retail jewelers do their biggest 

business—from 25 to 30 per cent of the year's total. For 
the first time in four years every indication points to a big holiday 
trade. Reports from all over the country show that sales have 
already shown an increase in our industry but jewelers must bear 
in mind that merchants in other lines are just as anxious to win 
their share of the Christmas dollars. Therefore the competition 
will be keen, but today the jeweler has more than an even chance. 
Help Santa Claus to make this a jewelry Christmas. 


Every effort must be made to quicken public interest in all wares 
in the retail jeweler's stock. Inherently men and women want the 
fine products of the jewelry craft; it is up to all retail jewelers to 
foster this desire by sales promotion efforts which will center atten- 
tion on their merchandise as the best articles to be used as gifts. 


Advertising which creates a real desire and which points out 
the advisability of purchasing worth-while gifts; attractive window 
displays of carefully selected stocks; impressive arrangement of 
store's interior showing the use of this merchandise in table settings, 
and a friendly greeting and courteous attention to every customer 
will go a long way in building Christmas sales. Every retailer can 
do this. 


During the next three weeks hundreds of thousands of dollars 
will be released for Christmas buying. Plan now to get your share. 
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Silver Time at Hudson's 


How This Concern Dramatized 
the Rising Silver Market 


F is a kind fate 


that has decreed that the jewelry industry, perhaps the 
one of all trades that needed an effective stimulation of 
some kind to carry it through the present lean years, was 
to receive a substantial business impetus at the hands of 
the United States Government. First came the “old gold 
rush,” which placed so many retail jewelers in a sound 
position financially, gave them added buying power with 
which to supplement their sadly depleted and dated stocks 
with new, smart merchandise. And more recently, hard 
upon the heels of the gold regulations, have come the 
increases in the value of silver, publicized in newspapers 
throughout the country. Nothing is more convincing to 
the public of the precious character of the jewelers’ mer- 
chandise than these events, brought to pass by the ad- 
ministration. And they present to the retail jeweler a 
golden opportunity to bring home to his customers even 
more convincingly the message of value in intrinsic worth, 
plus the great artistry of the jeweler’s and silversmith’s 
craft, that inheres in articles of gold and silver. 

James A. Dougherty, manager of the J. B. Hudson 
Co., Minneapolis, Minn., in anticipation of the ultimately 
inevitable rise in the prices of sterling silverware, chose 
the week of Oct. 21 to dramatize in the store’s six win- 


JAMES A. DOUGHERTY 
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dows the graphic story of the increase in value of bullion 


silver and at the same time to display 32 patterns of 
sterling flatware. 

The theme of these windows was “timeliness.” Each 
of them had for its central background a large clock effect 
with the dessert forks of one pattern arranged as the 
numerals, and with the meat carver and fork as minute 





and hour hands. In all the windows except No. |, five 
patterns were shown, one on the clock, and four in the 
double panels to right and left. The panels display an 
arrangement of 36 pieces, with the price of these pieces 
on a card at the bottom of the panel. A display block in 
the foreground shows a formal place setting of the pat- 
tern above, with service plate, crystal stemware and silver. 

Separating the pair of panels on either side of the 
“clock” was a graph charting the trend of silver bullion 
prices from 1925 up to the present. The line ended in 
the form of an arrow pointing to the 50 cents level, or 
slightly above, indicating 55 as the present target at which 
the market seems to be shooting. Above the graph were 
the words: “Time to buy sterling.” 

In each display was repeated the theme, ‘“Hudson’s 
Silver Time,” in cut-out letters. These letters and the 
molding which divided the sections of the display were 
painted Chinese red. ‘The articles were mounted on a 
background of black felt, throwing the gleaming metal 
in high relief. The floor of the windows is Argentine 
black glass. 

The display used in the most prominent of the six 
windows, in addition to containing all the elements of 
the other displays, showed also, in the foreground, in- 
dividual teaspoons of the 32 patterns. Each spoon was 
mounted on a small black plaque, to which it was taped 
in red, thus harmonizing with the background color 
scheme. ‘The name of each pattern appeared with the 
spoons on the plaque, giving a quick “eyeview” of the 
great array of sterling flatware. 

The center foreground in front of the clocks was de- 
voted to an arrangement of silver articles 
with flowers, picture frame, table setting, tea set, etc. 

It is opportunities such as the one offered by the rise 
in the price of silver that are grasped by alert jewelers 
to center attention of the purchasing public on their 
stores and to increase the sale of their merchandise. 
Back of this and other displays which have been used 
by some other jewelers in different sections of the country 
have been careful planning which has included not only 
the use of window displays but also newspaper and direct 
mail advertising to tie in with the sales campaign. In 
some instances table settings have been used to bring 
home the message of timely buying. 


a centerpiece 
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‘| can’t begin to tell you of the impression these 
windows have made upon the passing public, many 
of whom have only had a ‘window acquaintance’ 
with Hudson’s, to say nothing of the Mamas and 
Papas who came down town after dinner to see how 
their pattern of silver compared with the many 
others.” 
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New that December’s 
here . . . the month that jewelers do their biggest busi- 
ness and incidentally their best advertising job, there is 
much to remember. 

In the first place the surest way to quicken human 
interest is to word your local ad-messages in terms of 
the other fellow’s personal needs. Remember only the 
fellow who has been obliged to sit on the roadside patch- 
ing a tube is interested in tires and that the men with 
receding hair-lines are keen about hair restorers. 

Inherently men want more luxury and leisure for their 
wives (sweethearts included) and regardless of how fine 
the products you offer are, some few words beyond the 
description of the article will help tremendously. Explain 
briefly to the potential buyer what the product you offer 
will do for him. He or she likes to hear if it will make 
him more popular, more beautiful, more successful (at 
least in appearance), etc. Readers of advertising all 
desire to be more important, charming and have more 
friends, and if the item you feature will increase any 
individual’s portion of these sometimes vainly sought 
assets you've done something. In other words, if after 
reading your advertisement the prospect says, ‘Me for it,” 
you've done a 100 per cent job. To help you grasp 
this point by example, isn’t it logical to take advantage 
of surveys or tests others have made? For instance, last 
May Harper’s Bazaar questioned 200 brides to ascertain 
what girls (average age 24) would want for their new 





28 








homes. . They found that engaged girls preferred authen- 
tic period flatware patterns to modern and _ greatly 
favored plain over elaborate designs. That tea and 
coffee sets, meat platters and vegetable dishes were unani- 
mously higher in favor than decorative and novelty types 
of merchandise. ‘That today’s bride-elect is a practical 
sort, mindful of the times and more interested in possess- 
ing fine water glasses than acquiring delicate crystal 
plates and glassware of ostentatious nature. 

During the next few short weeks bear in mind that 
four million young men and women reach the age of 21 
every year and direct considerable of your copy right at 
them. These folks have incomes of between $15 and $30 
a week and many save a small part of it. Impress them 
with the advisability of procuring worth-while gifts for 
presentation or personal use. Remember their social obli- 
gations are constant and their desires and ambitions 
consistent regardless of so-called general conditions. They 
will marry, and at all times exchange gifts, furthermore 
most jewelers overlook the younger set. This is a grave 
error which many jewelers have found out too late, much 
to their chagrin. 

This month certain sections of the country will enjoy 
a far greater step-up in retail turnover than others. 
Agricultural districts and the South, particularly in the 
western section, cannot fail to secure more pleasing and 
long-waited upturns. Reliable indices such as the reports 
of the leading mail order houses are the best barometer 
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DECEMBER DOLLARS 


By The Observer 
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we could use. Automobile registrations are stepping up 
in rural districts, and knowing that farmers invariably 
pay off and square up with their creditors before acquir- 
ing new equipment and transportation this sign is signifi- 
cant. It is a month to be extremely optimistic. 

Most persons do not buy things. They are sold them. 
Attractive window and interior displays frequently 
changed will go a long way to help turnover. Millions 
of people want better appointed homes, more accurate 
clocks and watches, diamond rings and modern costume 
jewelry but will never buy them if your store and its 
advertising does not entice them to action faster than 
does the furrier, rug dealer, radio store or other retailer 
who is constantly sighting his gun to bag the same dollar. 
During December you must get turnover. Windows 
and advertising should appeal to feminine emotions, for 
even today they buy according to dictates of fancy rather 
than facts. But do it properly and intelligently. 

Remember there are Tiffanys in hundreds of indus- 
tries. Call it reputation, character, prestige or what you 
will, it is there. And whether it is coal or clothespins, 
the Tiffanys will get the break of the business. Your 
store should be the Tiffany of your town. Promotional 
activities today must be toward definite goals, each adver- 
tising dollar expended must be a profitable dollar. In 
short merchandising and sales promotion must get results. 

The Observer visited 24 New York State, Ohio and 
Michigan jewelers during November and finds healthy 
signs of improvement in retail jewelry business. Some 
stores but 10 per cent up over 1933, others reaching as 
high as 33 1/3 per cent up. December will decide the 
score for many, and don’t forget it is done on enthusiasm, 
animation, confidence and good cheer. Also bear in mind 
certain homely rules of progress stand as steadfastly true 
today as at any time in history. One of these is that 

(Turn to page 45) 
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on the mysterious 
TREASURE SHIP 


(By YH... Frumess.) 


N_ Associated . Press 

news item dated Aug, 
: & tells of some gold found 
WN on a lost vessel, but the 
Mt “Salvors” are not sure as yet 
ae whether it is “fool's gold” 
or the $3,000.000.00 fortune 
supposedly carried by the good ship Islander. 
which was sunk off the coast of Alaska thirty- 
three years ago 
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It cost $200,000 and two years time to recover 
the gold—if there ic any, If there isn't, why 
$290.000 have gone up the flue. 


Why go all the way to the coast of Alaska? It is 
estimated that in Denver and environs there is 
$3,000,000 worth of useless old gold lying around 
neglected and forgotten by owners who have lost 
all sentiment for the outworn old trinkets. 


Why not start looking for part of that three mil- 
lion dollars worth of old gold today? It has been 
the experience of our gold-buying department that 
nearly every home contains $10 to $50 worth of 
gold. One owner brought in $96.00 at one clip. 


Rummage around in old bureau drawers, in that 
old attic trunk, in your jewel case and collar but- 
ton hox. You will be surprised at your findings. 


We will buy all your Old Gold, Old Watches. 
Chains, Rings, Lodge Emblems, Watch Charms. 
Bracelets, Medals, Bridgework. in fact. every- 
thing manufactured of gold. 


Our Old Gold Buying Depagtment ts on the bal- 
cony. where you are seated in comfort across the 
desk from the appraiser who tests every piece right 
before your eyes—a procedure which is quite in- 
teresting. We estimate the pure gold content of 
every piece as closely and as accurately as possible. 
and pay you on the basis of the present high price. 
There is no obligation and no charge for ap- 
praisal. If you choose to accept our offer you get 
paid in cash. 


If you live out of Denver send us your gold by 
mail. Check will be mailed to you.at once and 
your shipment kept intact until we receive your 
acceptance. 





60S 16th St. 36 Years in Denver 
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) ‘DIGGING’ FOR 


H. H. FRUMESS 





= are two ways 
to look at the ‘‘old gold” business. One is to say to your- 
self, Well, I don’t believe it can last much longer—there 
has been so much old gold bought by jewelers and others 
that probably the supply is pretty nearly exhausted, so I 
don’t think I’ll bother with it at all. 

The other attitude is the one where the jeweler decides: 
“Refiners tell me that the gold business is holding up 
surprisingly well; that the decline in the volume purchased 
by them each month has been much more gradual than 
was expected. Furthermore, J don’t know how long it 
will last—it might be only a couple of months, or it might 
be six months. I guess I had better get after that busi- 
ness while the getting is good, and get all I can. The 
‘racketeers’ have gotten a lot more than their share, any- 
way, and I think the public would welcome a chance to 
sell their gold to someone who is reliable and honest.” 

Some retailers have thought. that the old gold buying 
business was not in consonance with the prestige of a fine 
jeweler. But others, feeling that a legitimate business 
transaction which serves the public and which is con- 
ducted with dignity, is a service to customers which 
enhances prestige rather than harms it. This was the 
attitude of H. H. Frumess, jeweler at 605 16th St., 
Denver, who after hesitating for a long time made an 
aggressive bid for old gold business during the latter part 
of this year, gearing his promotion to the public with the 
high tradition of service which his store enjoys. 

The campaign began with a half page ad in the news- 
paper, headed, “THREE MILLION DOLLARS 
WORTH OF FORGOTTEN GOLD IN DEN- 
VER.” Copy said that statistics show that there is from 
$20 to $50 in gold in the average American home, and 
that this gold lies idle and forgotten, useless to the owner, 
or anyone else. 

A series of advertisements, most of them 13 inches on 
two columns, followed this first announcement. Mr. 
Frumess wrote the copy for ads himself, and, as he says, 
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In his old gold buying campaign 
Mr. Frumess is using original ad- i 


iH} 


vertising copy which is attracting ih 
unusual public attention. He hesi- i 
tated for a long time but is 
now making an aggressive bid 

for this business. 


took “advantage of every important event that could in 
some way be associated with the selling of old gold.” 
Two of this series are illustrated in full on these pages. 
Of one of them Mr. Frumess writes: “In the ad en- 
titled, ‘They Found Gold on the Mysterious Treasure 
Ship,’ I reproduced a clipping from a newspaper report- 
ing about gold found on a mysterious treasure ship 
‘Islander.’ ” 

Each advertisement of the series is based upon some 
historical or timely incident, for its attention - getting 
value; each one contains a paragraph relating how one 
or more customers sold specific articles to Mr. Frumess 
for specific sums, which adds the element of believability . 


Some of the ad- Jw 
vertisements used y; 
in the campaign. YY 
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The Story of the 
Old Jewel Case 
and the New 
School Outfit 


(By H. H. Frumess) 


YOUNG mother came: 

to our Old Gold De- 

partment accompanied by a 

ten-year-old girl. She emp- 

tied a box full of jewelry 

and dental gold —said she 

didn’t think there was any- 

thing of value but that her 

daughter, having read our ad, started rummag- 

ing around for old trinkets. Jokingly, the 

mother promised her the entire proceeds, hop- 

ing there would be enough for a new pair of 

shoes. Both mother and daughter watched in- 

terestedly as our appraiser tested the various 

pieces. When he announced that we would 

pay $24.20 there were gasps of surprise and ex- 

clamations of delight from both mother and 
daughter. 


“Now,” said the mother, “you can have not 
only new shoes when you go to school, but a 
dress and a hat and a lot of other things as well.” 


And then there was the young boy who 
brought in his father’s gold watch. We ap- 
praised it at $28.50, but requested that he bring 
a note from his mother authorizing the sale as 
we do not buy from persons under age. 


Sure enough, an hour later the mother came 
down personally. “I hate to come down town 
these hot days,” she said, “but for $28.50! Well, 
that’s another story. I didn't think that old 
watch was worth half of that.” 


Our Old Gold Department is a veritable 
storehouse of human interest stories. Stories of 
people made happy by finding their useless old 
gold trinkets and converting them into useful 
cash which enables them to pay off bills and 
buy needed supplies. 


Why not start on a gold hunt of your own 
today? Nine chances out of ten you have a con- 
siderable amount of old gold in your own home. 
Dig down into the old trunk, into forgotten 
boxes and neglected bureau drawers. 


Gather up your old watches, chains, rings, 
cigarette cases, lodge emblems, bracelets, med- 
als, bridge work and dental gold 


You will find it exciting to see our experts 
test, weigh and appraise the collection right 
before your eyes and you will marvel at the 
high value you will get for your old gold. 


Our Gold Buying Department is on the 
balcony, where you are assure:I of privacy and 
courteous treatment. 


Tf you*live out of Denver, send in your 
old by mail. A check will be mailed to you 
\r same say and your shipment kept intact 
\i we «eceive your acceptance. 
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\ SIXTEENTH STREET. 


\ — Jewelry Business in Denver 
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THE GEM OF THE OCEAN— 
the Ideal Christmas Gift 


The perfect symmetry and exquisite lustre of 
Mikimoto Cultivated Pearls arouse an irresisti- 
ble desire’ to possess them . . . a desire which 
your customers may readily gratify within thei: 
means. 


Every woman wants pearls . . . loveliest and most 
flattering of adornments . . . Mikimoto makes it 
possible for her to have them! The finest pearls 
cultivated come from the extensive Mikimoto 
pearl colony of 41,000 sea acres, located in 
Japanese waters, where scientific care and rigid 
selection result in a uniformity of beauty that is 
unsurpassed. 


MIKIMOTO CULTIVATED PEARL Necklaces in 
perfectly graduated strands, as well as large size, 
offer the retailer a splendid opportunity . . . to 
bring happiness to his customers and win profit 
for himself. 
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IF YOU CANNOT PERSONALLY VISIT OUR 
NEW YORK, CHICAGO, OR LOS ANGELES 
OFFICE, WE INVITE YOUR INQUIRY BY MAIL 


| M TO New York Office: 551 Fifth Avenue 
Los Angeles Office: 649 South Olive S?. 


Chicago Office: 55 E. Washington St. 
|) FARI LS HEAD OFFICE: GINZA, TOKYO 
> BRANCHES: KOBE, LONDON, PARIS, BOMBAY 


THE GEM OF THE OCEAN 


By Warrant of Appointment 
to Their Majesties 
of Japan 
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Established 1866 


Kohn&G. 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 





° . Antwerp—48 Rue Simons 
Cutting Works: Amsterdam—33 Sarphatistraat 
64. West 48th Street London—23 Holborn Viaduet 























SAPPHIRES 


Emerald Cut and Marquise 


DIAMONDS 


Rubies, Emeralds, Pearls, 
Cat’s Eyes, Sapphires 


We have a large stock of Precious 
Stones, both mounted and unmounted, 
from which to make your selection. 
Let us cooperate with you on your 
special calls. 


JEROME 
RICHHEIMER 


608 Fifth Avenue 
New York 
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Precious and Semiprecious Stones in 1933 
Gem Report by Sydney H. Ball for Bureau of Mines 


The Minerals Yearbook, 1934, of the United States 
Bureau of Mines containing the chapter on Precious and 
Semiprecious Stones written by Sydney H. Ball of the 
engineering firm of Rogers, Mayer & Ball of New York 
has been issued. THE JEWELERS’ CIRCULAR in June of 
this year published a short advance summary of Mr. Ball’s 
report prepared for the New York Times. In Septem- 
ber further details of the report were given out by the 
Mineral Statistics Division of the Government. ‘This 
summary was also published in THe JEWELERS’ Cir- 
cuLaR. After giving a tabsre of the production of the 
South African mines his report on World Production says: 


In quantity and value the 1933 production was about 62 per 
cent and 81.3 per cent respectively of that in 1932. The value 
of the 1933 output was about one-fifth that of normal years; 
an unusually large percentage of the production was bort, and 
material suitable for cutting amounted to only about 55 per 
cent of comparable production in 1932. Although the South 
African pipe mines were shut down and most other producers 
curtailed their production, further curtailment appears neces- 
sary. Even if world demand increases, there is a considerable 
stock to liquidate. 

Diamond producers have been in a difficult position for the 
past four years; many companies have closed down, and a few 
weak ones have been liquidated. This has been due partly to 
loss of sales volume but largely to low prices received for the 
product, companies producing finer stones having suffered most. 
However, prices received by producers in 1933 were better 
than those obtained in 1932. Further “seconds” appeared on the 
market from time to time; for instance, in February and March, 
1933, old cut stones from Russia reached Paris and Antwerp, 
although this source must soon be exhausted. 

South African conference—On May 22, 1933, Patrick Duncan, 
Minister of Mines of the South African Government, Sir Ernest 
Oppenheimer, and other representatives of the larger South 
African mines began a conference which reached a provisional 
agreement in September, replacing the Inter-Producers’ agree- 
ment and the latter’s sales agreement with the corporation. Al- 
though still unsigned, its articles are now operative. The 
Union Government, the Administrator of South-West Africa, 
the Diamond Corporation, and the principal producers are 
to form a Diamond Producers’ Association with a board com- 
posed of two representatives of the companies, one of the Union 
Government, one of the South-West African administration, 
and one of the Diamond Corporation. Stocks are to be sorted 
at a single office at Kimberley, and sales quotas for each pro- 
ducer, including the Government as one of the producers, are 
established. Sales are to be made through The Diamond 
Trading Co., Ltd., controlled by the corporation, including 
sales to South African cutters (at London prices less the export 
tax). The board, to maintain prices, can purchase alluvial 
goods in the open market. The first shipment under the agree- 
ment is to be shown in London in March, 1934. The represen- 
tatives of the coalition government throughout the negotiations 
showed their desire to safeguard the stability of the diamond 
industry. Apparently it is understood that for the time being 
the cutting industry in South Africa is not to be expanded, 
that few new alluvial fields are to be opened to exploitation 
during the depression, and that the Government accepts a 
quota for its Namaqualand mines. The Diamond Corporation, 
to allay fear that its stock might be thrown upon the market, 
agreed to consider itself a producer and like other producers 
to accept a sales quota. In other words, the stock will be liqui- 
dated over a period of years. Early in October Mr. Havenga, 
Minister of Finance for the Union, stated that once demand 
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improved markedly the Government would forego its Namaqua- 
land quota in favor of the Kimberley, Jagersfontein, and 
Koffiefontein pipe mines. 

It is expected that the selling quotas will be as follows: South 
African Government 10 per cent, Diamond Corporation 3114 
per cent, De Beers 30 per cent, Consolidated South-West Africa 
144 per cent, Jagersfontein*6 per cent, Premier 6 per cent, and 
Cape Coast Exploration, 2 per cent. 

South African production—South Africa in 1933 produced 
506,552.64 carats worth about £1,560,404. This is only 9 per cent 
of the 1928 production. Outside of a few gems recovered from 
mine tailings (14,149 carats valued at £7,589) the production 
came from alluvial diggings, as all of the pipe mines were shut 
down. 

The production during the last half of the year somewhat 
exceeded that of the first half due te better average prices. 
Transvaal and Cape Colony each furnished about 49 per cent 
of the total value and the Orange Free State the remainder; 
Transvaal, however, produced about 73 per cent of the quantity 
in carats and Cape Colony 23 per cent. 


Production and sales of diamonds in South Africa, 1933 





Preduction Sales 

a ~ 'Y a ~~ ~~ 

Value per 

Carats - Value? Carats Value oo 
Transvaal ......... 371,243 £757,433 414,686 £862,472 417 
Cape Colony ....... 118,548 776,622 170,084 952,812 1120 
Orange Free State.. 16,760 26,349 61,273 108,563 35 5 
506,551 1,560,404 646,043 1,923,847 59 7 


1 Estimated. 

The only pipe production, that from debris washing, was 
from the Cape—3022 carats, valued at £2,523 (16s. 8d. per 
carat)—and from the Orange Free State—11,127 carats, valued 
at £5,066 (9s. 1d. per carat). 

Production of diamonds in South Africa in 1933, by alluvial fields 





Value 
per 
Field Carats Value carat 
Transvaal: S. d. 
MUOGMEGOED ccc cccecivcces 57,057.75 £253,668 88 11 
PR Peer re oer 304,858.00 493,402 32 4 
DAG cececengeuendense 9,327.50 10,363 aaa 
371,243.25 757,433 40 10 
Cape Colony: 

ee eee 8,482.75 47,148 111 2 
NORE coo cenceeees 50,687.45 393,221 155 2 
Ce ee ee 43,778.00 269,891 123 .4 
DRE (cc ccdacevbasnnees 6,711.00 33,822 100 10 
ns sa caecdak's oameeeaas 61.50 360 117 £13 
PU okésccedaaeucawas 1,003.50 6,913 137 9 
WIN. at. oseduaeucunn 2,305.30 17,343 150 6 
DE cuancccesaud aves 699.75 1,674 47 10 
Co error eee 35.75 ). ne cere 
yp Ee eee 22.75 eo — «ean 
CES wicteccondadnaws 366.50 . sae? 
MUGEN cc esccaccendconds 15.25 7 -“,aeead 
114,169.50 772,640 135 4 

Orange Free State: 
ME tiniceneedaneveseans 2,231.50 10,977 98 5 
0 rr ee 2,964.40 7,955 53 8 
pO EO Ae ee 194.00 1,170 120 7 
I °C. i ec aeana nace 153.26 709 92 6 
DIN 6 da hac aeeelds etna 9.50 —. ~ @eaacun 
WE.. cues teddeeccese 46.01 Sy.  . waacasg 
Pn ee 34.75 135. _—_awaden 
5,633.42 21,283 75 7 


To Dec. 31, 1933, South Africa has had a total recorded 
production (in addition to stolen and smuggled stones) of 
diamonds valued at some £310,200,000, or well over one-fourth 
of its gold production and almost one-fifth of its total mineral 
output. During the 14 years, 1920-33, South Africa has produced 
33,581,481 carats and sold 29,951,531, an excess production of 
3,629,950 carats. The lack of balance between production and 
sales, which was first apparent in 1927, was due to the exploita- 
tion of the Lichtenburg and Namaqualand alluvial fields. Ex- 
ports in 1932 were £1,955,523 and in 1933 about £2,075,000. 

(Turn to page 38) 





NIPPON CULTIVATED PEARLS 


Are the Finest the Orient Produces 





Our stock consists of all qualities and sizes, 
at price ranges to cover all requirements. In 
addition to necklaces we carry loose pearls 
suitable for mounting into rings, earrings, 
bracelets, pendants, scarf-pins, and dress-sets, 
making our line diversified as to style, qual- 
ity, and priee. 
And lest you forget 


WE HAVE THE LARGEST AND MOST COM. 
PREHENSIVE STONE STOCK IN AMERICA 


enabling us to take care of every imaginable stone 
requirement promptly and efficiently. 


Sponsors 
of >> 


S. NATHAN & CO. INC, 


71-73 NASSAU STREET, NEW YORK 


PROVIDENCE OFFICE—51 EMPIRE STREET 


DIAMONDS — PEARLS — PRECIOUS —- SYNTHETIC — IMITATION STONES 


ZIRCONS 


Being the largest, direct importers of genuine zircons 








Now Increase YOUR Sales 


At last! A course in—the elements of gemology 
—gem and jewelry salesmanship—gem and 
jewelry display. Prepares the merchant as 











in the country, we unquestionably carry the most com- 
plete stock of loose zircons in all sizes and qualities, in Gr aduate Member 
blue, white, and brown colors. American Gem Society 
Our mounted line of zircon jewelry in -. and . 
platinum, consisting of a wide assortment of rings, . 
earrings, brooches, bracelets, pendants, necklaces, etc., It provides the tools to end the menace of UN- 
is of unparalleled distinction. Our workmanship is the TRAINED chain and department. store competition. 
best and the zircons used are of the —_ — = 
our designs are the latest creations from Paris ur , i as 
prices oo right. We invite inquiry. Obtain without additional cost the fourteen 
months’ window display service which will 
e pay for all this education. 
* 


Insures your future as an 
independent retail jeweler. 


STAR SAPPHIRES, 
STAR RUBIES, CATSEYES, ORI- 
ENTAL SAPPHIRES, SOUTH SEA 


CULTIVATED PEARLS, FINE 


Statements, by students, of sales results obtained, details 
of courses and photos of window display upon request 





NECKLACES, AND SINGLE from 
PEARLS. 
Ordinary cultured pearls from 
$10.00 to $100.00 per strand. a 
PAPAZIAN BROTHERS Inc. AMERICAN GEM SOCIETY 
Direct Importers “To make America gem and jewelry conscious” 


580 Fifth Ave., New York 


555 South Alexandria, Los Angeles 
Branch Offices: Antwerp, Colombo, Bangkok, Shanghai, Kobe, Singapore 
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Princess Marina’s Marriage Has a Pronounced 
Effect on Jewels and Their Demand 


Lonpon, Nov. 2.—There is much more activity among 
the high-class jewelers of the country now that the Fall 
season is well along. Court jewelers are particularly 
busv due principally to the preparations being made for 
the royal wedding and the lesser society nuptials that 
will come along. There will be something like 6093 guests 
at the Prince George and Princess Marina wedding 





Tropical Press 


Making the Royal Wedding Jewels 


reception at Buckingham Palace and a lot of new jewelry 
pieces are being prepared for the occasion. 

The choice of an engagement ring by Princess Marina 
recently set a color fashion, of course, throughout the 
kingdom, and jewelers hope to cash in on the demand 
for “blue” jewelry between now and Christmas. The 
Duke of Kent’s principal gift to his bride will be the 
necklace and bracelet of choice pearls. These will be 
worn at the wedding. 
They number 372 and have been very carefully matched 
and selected. A beautiful diamond tiara is also being 
made for the wedding by the court jewelers. Many 
handsome gifts of diamond and pearl jewelry are being 
made by members of both royal families. 

The pearls being used for the necklace and bracelet 
are heirlooms of the Duke of Kent and of fine Oriental 
lustre. Round and baguette diamonds are used to form 
the motif which is carried out in both pieces. The 
diamonds are the finest South African stones procurable 
and are of the first water. The baguettes run down 
the center of the motif, each being square cut and of a 
remarkable brilliance. James Ogden & Son, the court 
jewelers, have been entrusted with the work of setting 
the jewelry. 
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Two golden crosses are being fashioned by guild- 
smiths at Athens, according to the Associated Press, as a 
gift of the archbishop of the Church of Cyprus and the 
Hellenic community. 

A Staffordshire district long known as the “potteries” 
is to present a china dinner service for twenty-four per- 
sons with the badge of arms of the royal recipients. 

It was also disclosed that the double ring ceremony 
may be used, in accordance with Greek Church tradition, 
at the Greek orthodox ceremony in the private chapel at 
Buckingham Palace, which will follow the main service 
in Westminster Abbey. This became known when Welsh 
gold, especially mined for the bridal ring, arrived at York 
House to be made up by West End jewelers. 


New York Jeweler Executes Wedding Gift for 
Duke of Kent 


The stimulus to the jewelry business brought by the 
impending nuptials of Princess Marina and the Duke of 
Kent has not been limited to European jewelers alone. In 
New York, Pierre Ruedin, retailer of 665 Fifth Ave., 
was retained by Gregory Taylor, manager of the Hotel 
St. Moritz, to design and execute a gold vanity and 
cigarette case bearing the portrait of the Duke, as a 
wedding gift. 

This piece, which has taken 10 weeks to complete, 
weighs 11 ounces and is finished with black enamel on 
gold. The portrait is a bas relief medallion stamped di- 
rectly into the metal from a steel die reduced mechanically 
from the life size model of the sculptor, John Frederick 
Lins. The interior contains two compartments. It is 
entirely hand-made. 

Mr. Ruedin, formerly associated with Cartier, was 
born in Switzerland and brought up in the tradition of 
the Swiss master jewelers and watchmakers. He is noted 
among his clientele as a creator of fine jewelry. 


Importer Tells of Distinct Improvement in 
Diamond Market in Europe 


With most encouraging reports for the diamond in- 
dustry, Louis Gurfein of Louis Gurfein & Son, diamond 
importers, 2 W. 46th St., New York, returned recently 
from a business trip to Paris, Antwerp and Amsterdam, 
where he found a growing improvement, healthy condi- 
tion in the stone marts of Europe, and a confidence in the 
future prosperity of the diamond business in general. 

In an interview with a representative of THE JEWEL- 
ers’ Circuuar, Mr. Gurfein said that the old stocks of 
diamonds held by dealers and by banks as collateral had 
been practically all absorbed by the trade, and that new 
good are being purchased as fast as they can be produced 
by the cutters. 

“There is a reak demand for diamonds in all parts of 
the world,” he said, “and a substantial portion of this 
demand is due to’ investment buying.” The importer 
spoke of the difficulty buyers are having in getting quanti- 
ties of goods in a specific quantity, especially fancy cuts, 
and said that often the only way to obtain such require- 
ments is to have a manufacturer cut a lot to order. And 
this is possible, he added, only when the right kind of 
rough is available. 

Regarding the production of rough in South Africa, 

(Turn to page 39) 














Precious and Semiprecious Stones in 1933 
(From page 35) 


Due to better average prices 1933 was a less distressing year 
among the alluvial miners than 1932, and by midsummer 
higher prices increased somewhat the number of diggers. The 
Government has assured the industry that few new alluvial 
areas will be thrown open to mining until the depression is 
over, a policy genetally followed in 1933. On April 28, 1933, 
claims, rendered void, on the Grasfontein diggings, Lichten- 
burg district, became relocatable to qualified citizens. On June 
17 the farms Nooitgedacht and Winkelhoek in the Zwartruggens 
district, Transvaal, were proclaimed alluvial diggings. In ad- 
dition to the owners’ and discoverers’ rights, 1212 claims were 
to be allotted by ballot on July 14 to 606 diggers qualified by 
residence in the Lichtenburg, Klerksdorp, and Rustenburg dis- 
tricts. Late in 1933 a syndicate composed of Standerton people 
found diamonds on the farm Vaalbank on the Vaal River, east 
of Vereeniging. 

On Jan. 17, 1934, general interest was aroused by the finding 
of the Jonker Diamond at Elandsfontein near the Premier mine, 
the surprise being the greater as the field was considered a 
low-grade one. This egg-shaped stone, said to be flawless 
and of fine color, weighs 726 carats and is the fourth largest 
diamond ever found. It was sold to Sir Ernest Oppenheimer, 
representing the Diamond Corporation, for £63,000 or about 
$434 a carat, an extremely high price for rough stones, particu- 
larly as the loss in cutting will be high. That such a reward 
came to an old digger down on his luck is one of the romances 
of diamond mining. The state benefited to the extent of 
£27,600 by the sale. A 287-carat stone had been found on the 
same diggings a few days before by another digger named Pohl. 
Naturally a rush to the field followed, but most were disap- 
pointed as claims have been allotted only to those with resi- 
dential qualifications. 

To indicate how recent large-scale diamond mining is it 
may be recalled that Erasmus Stephanus Jacobs, who as a 
small boy in 1867 found the first South African diamond, died 
at Beaconsfield, South Africa, in May, 1933. 








A College Education! 


To Those Who Had None: 


The CERTIFIED GEMOLOGIST course is now 
available to you. It teaches not only the science 
of gems but includes a fundamental education 
in the arts and sciences, physics, chemistry, gem- 
ology, mineralogy, metallography, physiology, 
sociology, ethics, color and design. A complete 
education in subjects more applicable to your 
business than is obtained in any regular college 
course. 


For Those Who Had One: 


The C.G. course offers the opportunity to com- 
plete your education in the specialized subjects 
which assist you to obtain maximum results in 
profit and happiness in your present vocation. 


Establishing a Profession! 











Gemological Institute of America 
3511 West Sixth Street Los Angeles, Calif. 
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During 1933 the South African Government Namaqualand 
mines were operated on a reduced scale; emphasis was cep- 
tered on better recovery and prevention of theft and on develop- 
ment to areas covered by deep overburden. Recent Namaqua- 
land production has been as follows: 


Val 
Year Carats Value pot 

£ os 
| LMC T Ree Pe 265,844 £1,748,465 6 ll si 
pee mencinns aires presen serena 142,125 1,274,364 8 19 4 
re err oe 137,895 940,946 6 16 4 
Oe Te OT re 99,196.6 643,795 6 910 
J: SCE ETC Cee CCR Re ee 50,687.45 393,221 7 15 ¢ 


(To be Continued) 


New Odorless Discovery Now Prevents Silver Tarnishing 


A new product that prevents silver from tarnishing and that 
is not a polish, not a lacquer, is not applied to silver, and js 
odorless, is being marketed through the jewelry trade for 
jewelers’ own use and through them to the home market, by the 
Columbia Refining Company of New York. 

The product is called Silver Sentry and is a genuine labora- 
tory discovery of a quite noted scientist and professor of chem- 
istry who worked for many months in developing the product, 
finally turning the perfected formula over to the Columbia 
Refining Co. 

Silver Sentry, it is claimed will keep silver—holloware and 
flatware—from tarnishing for months without repolishing when 
placed in the silver cabinet according to directions. 

It is a scientific compound in powdered crystal form, packed 
in an exceptionally attractive blue bottle with white cap of 
modernistic design. 

The bottle, with the cap removed, is placed in the silver 
cabinet and the cabinet then closed. The silver, once polished, 
remains bright and shining for months without repolishing. 

The Columbia Refining Company plans to distribute Silver 
Sentry to the jewelry trade through selected jobbers, and a 
national advertising campaign is planned to carry the story 
to housewives. 
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Round and Emerald Cut 
Shipments to distant points via Air Mail 
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Importer Tells of Diamond Market 
(From page 37) 
Mr. Gurfein said, “that during the last six months par- 
ticularly the independent diggers, who alone are continu- 
ing mining operations at this time, are experiencing a 
scarcity of diamonds in the fields, and that the result has 
been a high level of prices for rough.” He believes that 
due to this condition, and to the demand from buyers 
anxious for this material, prices will go still higher. 

It is his opinion that it would not be wise for jewelers 
to sacrifice any diamonds they have on hand at low prices 
and advises the filling in of stocks at once. In view of 
present conditions he believes that even though there 
should be no material increase in demand (which there 
is), diamonds will appreciate in value because of the 
scarcity of the product. However, should the world de- 
mand for diamonds become strongly effective, the dealer 
looks for an increase in their price of from 50 per cent to 
75 per cent. “Prices today are about 10 per cent higher 
than they were a year ago,” he said. 


Belgium Orders All Payments to German Commission 
Cutters to Go Through National Bank 


AnTWeERP, Nov. 1—An order of the Belgian Govern- 
ment made public on Oct. 26 makes failure by Belgian 
diamond merchants to pay all obligations to German 
manufacturers through the Belgian National Bank a 
criminal offense, carrying with it prosecution by the 
King’s Attorney, and upon conviction, two years in jail. 
This order, it is said, is aimed at the practice of some 
dealers of sending goods to be cut in Germany where 


an advantage of 40 per cent in production cost is available 
through the purchase of “dollar bonds” or Sperrmarken 
at a price one-half their face value, this money being 
then used to pay German labor. 

Interpreting the government decree, De Diamant- 
bewerker said that it places the Belgian Commission of 
Defense Against German Dumping in the position of be- 
ing able to pursue with full strength the detection of 
the “cheats.” The decree requests the Commission to 
report to the authorities all persons suspected of at- 
tempting to evade the prescribed measure. : 

Payment to German cutters, said De Diamantbewerker, 
must now be made in marks at the regular rate of the 
day’s exchange, through the National Bank. 


Belgian Cutters Await Government Approval of 
Agreement Between Corporation and Congo Mines 


ANTWERP, Nov. 7—Representatives of the London 
Diamond Corporation spent yesterday at Brussels in con- 
ference with officials of the Belgian Government regard- 
ing the agreement on distribution of rough which has been 
drawn up, and in which the Belgian Congo diamond mines 
will participate. Editorial comment in a weekly news- 
paper of the trade here commented on the occasion by 
saying that while some members of the cutting industry 
anticipated a hitch in‘ the signing of the contract, well 
informed opinion holds that the negotiations will be suc- 
cessfully concluded. 

The approval of the government to any agreement of 
this character made by the Belgian mine operators is 
required by the fact that 51 per cent of the shares of 
the company controlling the mines is state property. 











Fancy Cut 


DIAMONDS 


in all 
Sizes 


SOUTH AFRICA 
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KIMBERLEY 





ANTWERP 
76 RUE DU PELICAN 





LOUIS GURFEIN & SON 


2 West 46th St. 





AMSTERDAM 
2 TULPSTRAAT 


New York, N. Y. 
Tel. MEdallion 3-4822 4823 


Direct Importers and Cutters of 
Fancy Shaped and Round Diamonds 
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Your pro fits are protected 


when you sell Cosham Silverplate 


We provide you with the finest sil- 
verplate made . . . with unexcelled 
selection of distinctive patterns. This 
makes it easier for you to satisfy your 
customers. 


We build up a demand for Gorham 
Silverplate with steady advertising in 
leading national magazines — full- 
color full-pages in Saturday Evening 
Post and McCall’s—that go into 


Cosham 














5,000,000 homes every month. We 
price goods for real profit to you. And 
through both merchandise and meth. 
ods we have maintained a name that 
stands for the highest quality in silver, 


That makes it well worthwhile for 
you to push Gorham Silverplate for 
greater volume. 


Sell better things. Encourage cus. 
tomers to buy the best. They want 
Gorham. Induce them to get it. 


SILVERPLATE 


The next thing to STERLING 


Lhe GORHAM Company 
Povidener Khode S dilenl anh SINCE 183) 


AMERICA’S LEADING SILVERSMITHS 


6 W. 48th St., New York City 
10 S. Wabash Ave.. Chicago 
140 Geary St.. San Francisco 


Tea. Gorham Silverplate ... flat-ware in Lady 
Caroline pattern. Tea set and waiter in Foun- 
tainebleau pattern. Minton China (Plummer, 
New York), linens (Mosse, New York). Table set- 
ting by Bettina Foltz. 
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Photo by Frederick Bradley 


Christmas | able Setting 


Ruy jeweler who 
has room in his store for a table display of silverware 
should make it his business to plan a different table set- 
ting for at least each two weeks of the year and this is 
particularly true during the Christmas holiday season. 
The truism that a display which shows the use of mer- 
chandise has by far more sales appeal than an arrangement 
of any other type is especially exemplified in the expe- 


rience of the merchants who consistently use this type of’ 


promotion. 

The effectiveness of table setting displays, however, 
depends largely on the knowledge of the jeweler as to 
correct appointments. If the housewife who has made 
a careful study of the etiquette of entertainment is able 
to find a flaw in the way the merchant has decorated a 
table, she will have little respect fer that jeweler’s judg- 
ment when she buys her silver, and that discredit may 
reflect itself upon the jeweler not only in his silver de- 
partment, but in the other lines of his business, as far 
as that woman is concerned. 

On the other hand, the woman who finds her jeweler 
well informed in subjects of this character will take pleas- 
ure in studying his displays from week to week, and will 
be led to adopt in her own home some of the suggested 
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arrangements that he uses in his store. For this reason 
the more diversified these displays can be made, the more 
will be the advantage to the jeweler. Displays which 
are seasonable, for example, if regularly put in through- 
out the year, and announced to a select list by post card, 
will gradually build a following of hospitality minded 
hostesses who will contract the habit of stopping in peri- 
odically to see how “Mr. Blank” will do that Christmas 
table. And it is but natural that when such women have 
need of silver, or a desire is created for some additional 
pieces by these displays, that “Mr. Blank” will find his 
silver sales increasing. 

Not many men have a fundamental knowledge of the 
proper way to set a table. It is not naturally a part of 
his knowledge, as is the case with the woman who enter- 
tains, and the jeweler who is not in a position to employ 
a woman to take care of this phase of his business must 
be prepared to do a little serious study in order to do 
justice to the merchandise in his silver, china and glass 
departments. Knowledge of this type is just as impor- 
tant to silver sales as a knowledge of gems and precious 
metals is to the sale of jewelry, and if this fact is over- 
looked the silver department will suffer accordingly. 

Sources of this material are found in the several book- 
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To the left is a facsimile of the 
advertising Wallace is featuring in 
the December issues of leading class 
magazines. 

Wallace continues to assume leadership 
in making sales for you. We'll cooperate 


by giving your last minute orders special 


attention. 


R. WALLACE & SONS MFG. CO. 
Wallingford, Connecticut 
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lets on table appointments prepared by the silver manu- 
facturers. hen, the smart women’s magazines in almost 
every issue carry articles on this and related subjects. 
It would be well for the jeweler to keep a scrap book 
for the preservation in easy reference form of such ar- 
ticles, especially the illustrations of table settings, as 
well as the articles and pictures published in THE 
JewELERS’ CIRCULAR, from time to time. In this way a 
complete file of authentic settings for every occasion 
may be developed in a surprisingly short time. 

The table on page 41 is entitled “A Family Christ- 
mas Dinner,” and is well adapted for a holiday setting 
in the jewelry store. A tinsel Christmas tree trimmed 
with icicles and tiny red bells is surrounded by holly 
leaves and berries. Red tapers strike a dominant note 
of colorful cheer, making a harmonious and beautiful 
setting for a family celebration. 

The china, glass and silver is by Oneida Community 


Ltd., and the ivory damask cloth by Old Bleach Linen 
Co. 


Silver and Plated Ware Statistics as Shown by 
Biennial Census of Manufacturers of 1933 


WasHINGTON, D. C., Nov. 19—Wage-earner employ- 
ment in the manufacture of silverware and plated ware 
in the United States increased throughout 1933, accord- 
ing to a preliminary report compiled from data collected 
in the Biennial Census of Manufactures taken in 1934, 
released today by Director William L. Austin, Bureau of 


8,360 wage earners on the pay rolls in March, 8,795 in 
June, 10,062 in September, and 10,692 in December. 

The total value of products made in 1933 by establish- 
ments engaged primarily in the manufacture of silverware 
and plated ware amounted to $34,332,544, as against 
$45,814,831 reported for 1931 (the last preceding census 
year) and $85,882,325 for 1929. The rates of decrease 
for the two biennial periods are: 1931-1933, 25.1 per 
cent; 1929-1931, 46.7 per cent. 

Statistics for 1933, with comparative figures for earlier 
years, are given in the following tables. All figures for 
1933 are preliminary and subject to revision. 


TABLE 1.—SUMMARY FOR THE INDUSTRY: 1933, 1931, and 1929 


1933 1931 1929 
Number of establishments 126 163 179 
Wage earners (average for 
a) ee 9,172 11,077 15,735 
Wages* $8,228,642 $12,712,986 $22,577,965 


Cost of materials, contain- 
ers, fuel, and purchased 
electric energy* 

Value of products? ....... 

Value added by manufac- 
CHI cele oes teow 

1 Not including salaried officers and employees. 
and employees will be included in a later report. 

* Profits or losses can not be calculated from the census figures be- 
cause no data are collected for certain expense items, such as interest, 
rent, depreciation, taxes, insurance, and advertising. 

3 Value of products less cost of materials, containers, fuel, and pur- 
chased electric energy. 


$12,425,211 $11,792,370 $26,885,693 
$34,332,544 $45,814,831 $85,882,325 


$21,907,333 $34,022,461 $58,996,632 


Data for such officers 


TABLE 2.—WAGE EARNERS, BY QUARTERS: 1933 AND 1931 
(The figure given for the final month of each quarter is the 
total number of wage earners on the pay rolls for the week 
including the fifteenth day of the month, or for some other 
representative week in the month.) 


the Census, Department of Commerce. The figures for — von —— — a — 
the final months of the several quarters of the year show Sea ites 11,324 10,810 10,825 10,800 








Che Pairpuint Corporation 
New Bedford, Mass. 


New York City 
San Francisco 


43-47 West 23rd St. - - - 
150 Post St. - - - - - 





Gifts of Distinction 
MODERATELY PRICED 


Your customers will be interested in these NOVELTIES. 
ARE LOOKING FOR, for those WEDDING and 


JUST WHAT THEY 
HOLIDAY GIFTS. 








<n woes 
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WE CHALLENGE YOU— 


to find an item with 


more sales appeal 





The NORMA Pencil—four colors in one —has 
every quality a dealer can ask of a piece of 
merchandise he expects fo sell. 

To start with, the NORMA is decidedly good- 
looking in its modern styling and chromium plate. 
Added to this is the colorful effect of the lead 


indicators which stand out like jewels in a per- | 


fect setting. 

The NORMA is sturdy—the kind of a pencil a 
man will like—and comes with a written guarantee 
that will protect him as long as the pencil lasts 
against defects of material and workmanship. 

But the most startling quality of this astonish- 
ing pencil is the manner in which colors are 
changed. A simple flick of the thumb of the 
writing hand while the pencil is in writing posi- 
tion does the trick. 

As for selling aids—they come to you FREE 


with every shipment to your order. We give an | 


ample supply of attractive descriptive folders; 
also sufficient counter and window display cards 
to make as large an array as you desire. The 
pencil itself comes boxed in silver and blue—the 
perfect housing for the perfect gift. And that 
reminds usx—STOCK UP FOR CHRISTMAS. 

The retail price is $3.50 and the profit to 
you good. If your distributor can't supply you 
write us direct. 


NORMA PENCIL CORPORATION 
150 BROADWAY @ NEW YORK CITY 





Conditions Under Which Jewelry Concerns Can 
Get Loans from the RFC to Develop 
Their Business 


Wasuincton, D. C., Nov. 9, 1934, 
Editor of THE JEWELERS’ CIRCULAR: 

Industrial concerns, eligible to borrow funds from the 
Reconstruction Finance Corporation for the purpose of 
maintaining and increasing employment, have not yet 
taken full advantage of the assistance which the Cor. 
poration is prepared to extend. 


industrial and commercial businesses subject to the fol- 
lowing requirements: 


(1 


~ 


That the business must have been established prior to 
Jan. 1, 1934. 


(2) That such loans be adequately secured. 

(3) That maturity of loan must not exceed five years. 

(4) That borrower must be solvent at the time of disburse- 
ment of the loan. 

(5) That credit at prevailing bank rates for loans of the char- 
acter applied for not be available at banks. 

(6) That reasonable assurance of increased or continued em- 
ployment of labor be given. 

(7) That the aggregate of such loans to any one borrower 
made directly or indirectly shall not exceed $500,000. 
(8) That such other provisions as the Reconstruction Finance 

Corporation may impose be complied with. 





| The Directors of the Reconstruction Finance Corpora- 
‘tion feel that these loans should be made in such a way 
|that the available funds can be utilized as fully as pos- 
sible for the advance of permanent business recovery. This 
objective can be accomplished best if the moneys loaned 
by the Corporation are used principally to supply funds 
for the payment of labor and the purchase of materials 
‘incident to the normal operation of the business, rather 
than for the payment of existing indebtedness, though in 
exceptional cases a small part of the loan may be used for 
payment of existing debts or for the financing of construc- 
tion, improvements and/or repairs that do not materially 
increase capacity. When a loan is to be used primarily 
| for labor and materials, a small portion of the loan may 
be applied to these latter purposes when necessary to as- 
sure ordinary and efficient operation. 

The Corporation will make loans in cooperation with 
banks, or by the purchase of participations in loans made 
by banks. In cases of national banks, only the bank’s 
participation in such loans, rather than the full amount 
of the loan, must be within the legal limit which may be 
loaned to any one customer, and accordingly this plan 
will allow substantially greater credit to be extended 
through such channels to borrowers who are already bor- 
rowing up to their legal limit. 

The depression years have left many enterprises in very 
much involved and weakened positions, but our experience 
has led us to believe that where present creditors are 
willing to cooperate by a proper adjustment of existing 
debt structure, many such enterprises may be safely sup- 
plied with additional funds that will enable continuing 
operations on a sound basis. 

Accordingly, we suggest to industrial concerns, to 
which credit at prevailing bank rates for loans of such 
character is not available but which can offer adequate 
security (even though such security may be frozen and 
therefore not generally acceptable to banks) and which 


' 
| 





can profitably use additional funds for labor and mate- 
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Congress provided that such loans might be made to ° 























rials, that they communicate with the local loan agency of 
this Corporation serving the territory in which such con- 
cerns are located. 

Each Loan Agency of the Corporation will, when re- 
quested, assist and advise with applicants in determining 
their eligibility and in the preparation of applications. 

Yours very truly, 
Jesse H. Jones, 
Chairman. 


Get Your Share of the December Dollars 
(From page 29) 


the soundest investment any company can make is the 
quality of its product. Another is, that the first valid 
claim of a man, a business or a product upon success is 
to deserve it. 

Don’t forget how much customers have cost you. Win 
new ones but keep the old . . . the first are silver . . 
the latter gold. Customers lost overboard minimize po- 
tential volume and also represent a sizable piece of the 
storekeeper’s money . . . the money it cost to originally 
make him a customer. 

Most important of all, don’t overlook the young people 
in your territory. One Rochester jeweler told me he is 
concentrating his promotional efforts on the students of 
two big high schools. ‘They are his best customers, aver- 
age 16 to 18 years of age. He’s a builder-upper. 

Another, who reports his general business up 35 per 
cent cver 1933 and silver turnover most gratifying, has 
a plan that brought real results. He is in a university 
town, where a girl student stays from one to four years, 
during which time he would interest her in a sterling 
pattern, but then she would leave for her home town 
and oftentimes complete the major portion of the service 
the college-town jeweler started with the retail jeweler 
who lived in her home town. This was an enigma, until 
the smart college-town jeweler started his “lay-away 
plan.” This plan inspired girls to purchase the complete 
service ... leave it at the jeweler’s until completely paid 
for, in partial payments. It worked beautifully, for the 
plan protected buyers against price advances, and though 
it ties up considerable of the jeweler’s capital he reports 
that once committing themselves to buy, the students are 
ambitious not merely to meet their obligations but to 
possess the silver and get the use of it. Faculty and 
teachers are equally interested, for it’s a fine idea, en- 
couraging the possession of some worth-while investment 


which virtually all women eventually have to procure, |. 


whether married or spinsters. 

Why not try this idea? One of the best sales totaled 
over $400, was paid for completely in 4 months. Other 
sales, in fact 9 out of 10, exceed $100. The Observer 
takes his hat off to this alert go-getting jeweler and 
all others who are increasing their net profits. 


Unique Sales Chart for Wm. Rogers & Son Line 


The International Silver Co. is supplying to sales clerks in 
jewelry stores a simple and accurate price chart for determining 
the retail price of all articles made in the Wm. Rogers & Son 
line. The price chart almost speaks for itself. On one side are 
the very low prices for staple pieces in six, eight and twelves, 
and the prices of serving pieces singly. On the reverse side is 
the Wm. Rogers & Son guarantee. 
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EXCEPTIONAL VALUES 
IN FINE STERLING 





Buyers are fast discovering what we know to be the fact—that 
these items represent the utmost in the silversmithing art. They 
are truly outstanding values—from the standpoint of beauty of 
design, substantial weight and_ traditional Dimes craftsmanship. 


The No. 95 After Dinner Coffee Set retails for $50. Separately, 
the sugar and creamer, $12.50; pot, $37.50; the No. 97 10 inch 
tray, $18.00. 


The No. 358 Sandwich Tray, 914” diameter, sells for $10. The 
following items in the group carry the same delicate lacy piercing 
and embossing: No. 360, Bowl, 914” diameter, $12; No. 359, Com- 
pote, 6” diameter, 334” high, $7.50; No. 357, Bon Bon, 614” diame- 
ter, $5. All prices retail. Your orders will be shipped promptly. 
Richard Dimes Co., 72 K St., Boston, Mass. 











THE GOLD RUSH OF 1934 


HE following address on “The Gold Rush of 1934” 

was delivered by Alexander Hamilton, Deputy Com- 
missioner of Weights and Measures in New York, over 
all the nine radio stations in the Metropolitan District on 
Oct. 30. 

Mr. Hamilton has made a special study of the problem 
of protecting those who have old gold to sell and speaks 
with authority. His advice that old gold be sold to jewel- 
ers is especially interesting. Incidentally, Mr. Hamilton 
is a great-grandson of Alexander Hamilton, the first Sec- 
retary of the United States Treasury. He said: 

“A new problem concerning honest weights has arisen 


in connection with the sale of old gold. More than one’ 


hundred million dollars worth of old gold in the form 
of watches, bracelets, teeth, rings, etc., has recently been 
recovered from bureau drawers, safe deposit boxes and 
other hiding places. When President Roosevelt raised 
the price of gold to $35 an ounce, the highest point in 
over 60 years, he started a great gold rush to search for 
this immense treasure. Twice as much gold was found 
in American homes last year as was dug from all the gold 
mines in this country. 

“This fabulous treasure of gold created over night an 
army of opportunists who try to buy the precious metal 
from its owner, and depend upon their wits and. the 
seller’s ignorance to obtain a shrewd bargain. They go 


from door to door and set up shops in every corner of the 
city. The sandwich man advertising old gold agents is a 
familiar sight on the streets. Piles of old gold are dis. 
played temptingly in countless windows. 

“The average citizen who finds himself with old gold 
to sell is unusually inexperienced in dispensing with it. 
There are tricks in all trades, and among the purchasers 
of old gold there are many irresponsible men. The aver- 
age citizen may be an easy victim to their wiles. Qne 
class of buyers represent themselves as U. S. Government 
Agents. There are no Government Agents authorized to 
buy old gold and men claiming to be such are imposters, 

“Licenses are required in New York City authorizing 
men to deal in second hand articles, including old gold, 
old silver and platinum, under certain conditions. 

“These licenses must be obtained at the Department of 
Licenses, New York City. The important provision of 
this license is that they authorize the holder of the license 
to carry on his business only at the address given in his 
license. ‘Therefore, anyone who calls at your home to 
buy your old gold or silver is violating a New York City 
Ordinance. 

“The Police Department of the City of New York was 
largely responsible for the law licensing a purchaser of 
old gold. In order to regulate and to trace the sale of 
stolen articles, this law requires a licensee to keep a record 
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She is a PORTABLE Typewriter Prospect 


VERY person in your community is a prospect for an 
Underwood Portable Typewriter. Here is a product that 








the modern jeweler can advantageously add to his stock. 
The Underwood Portable is a quality staple for year ‘round 
selling, a fast-moving gift suggestion for holiday promotion. 
The line of Underwood Portables is complete —there are 
five models, priced from $33.50 to $69.50. 

Investigate the new profits Underwood Portable Type- 
writers can win for you. Apply for your Dealership at once 
and prepare to do your part in supplying the Christmas 
demand. The market for Underwood Portables is practically 
unlimited and is undeveloped in your field. Pioneer this 
profitable item. Our nation-wide sales and service facili- 
ties are at your disposal. 


a 





Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


TYPEWRITERS, ACCOUNTING MACHINES, ADDING MACHINES 
CARBON PAPER, RIBBONS AND OTHER SUPPLIES 


342 Madison Avenue, New York, N. Y. 


Sales and Service Everywhere 
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of all purchases, which list must always be open to the 
inspection of the Police Department. This is also a re- 
quirement of the Federal License. 

“More than 3000 licenses have been issued in New 
York City to buy and sell old gold. It is extremely dif- 
ficult to protect the average citizen who sells his old gold 
and assure an honest transaction. Many of these agents 
carry scales with them as a matter of good faith and 
weigh the gold before your eyes. These scales are at best 
inaccurate even if the agent be honest. It is comparatively 
easy to manipulate the scales so that they are untrust- 
worthy. One of the favorite tricks of these agents is to 
explain the value of a pennyweight of gold and then use 
an ordinary penny or one piece as a weight. As a result 
the owner of the old gold receives less than one-half the 
value, because a penny weighs twice as much as a penny- 
weight. Among so many agents, a certain proportion is 
likely to be downright dishonest. It is often unsafe to 
permit these men to come into your home for any business 
transaction. 

“The safest plan for the owner of old gold is to sell 
his treasure to a jeweler in his neighborhood who has un- 
doubtedly won the confidence of his community. If we 
buy a gold watch or a ring, we naturally go to a jeweler 
and accept his word that the gold is what it is stamped 
to be under the law. It is logical then that we should 
sell old gold to a reliable jeweler. In this way we are 
assured of honest weight and obtaining the highest price 
for the gold that the market permits. 

“An excellent plan is to secure appraisals of the value 
of one’s old gold from two or more purchasers. Whether 
one deals with the self-styled agents or the regular jewel- 


ers of the community, it will take little extra time to 
get additional estimates and if you have several ounces of 
old gold to sell it may be well worth the effort. The 
chance purchaser who calls at your door will often tempt 
you to sell by estimating the value of your old gold at a 
tempting figure, but when he comes to pay for it you dis- 
cover the price has dropped materially. He will make 
the excuse that the gold is of a poorer quality than he 
supposed or that he was mistaken in estimating its weight. 
The price actually paid by some of these astute agents is 
often but one half as much as will be paid by a reputable 
jeweler. 

“It is believed that upwards of five hundred million 
dollars worth of old gold still lies idle and often forgotten 
in American homes. A drive to recover old gold in 
England about two years ago brought to light nearly a 
half billion dollars worth of the precious metal. It seems 
safe to assume that the United States with nearly three 
times the population of the British Isles, and its greater 
per capita wealth, contains an even greater treasure of 
old gold. 

“In addition to the large quantities of old gold re- 
claimed here there are still many millions of dollars worth 
in the possession of people who do not realize its value. 
Its sale through reliable sources will add to the purchasing 
power of hundreds of thousands of people. With the ap- 
proach of Christmas it is well to remember than an im- 
mense Christmas present lies dormant in our own homes. 
The old out-dated jewelry of other generations may 
actually be sold often for more than its original cost, thus 
making it possible to exchange old jewelry for the beauti- 
ful new designs of the current season.” 








from CHASE ‘ 
To our many customers—a merry y 
Christmas—a prosperous New i 
Year—and a sincere thank you for y 


your valued patronagel 
CHASE BRASS & COPPER CoO. 


Incorporated 


New York, N.Y. 
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Christmas Gifts 


OF MODERATE 
PRICES 


Sterling silver reproduc- 
tions in miniature of 
swords used by General 
George Washington, 
(left), and Captain Miles 
Standish, (right). 8 ins. 
and 6 in. long respec- 
tively. 

They serve excellently on 
the desk as paper knives 
or envelope openers. 


A descriptive card is 
sent with each. 


CURRIER & ROBY 


SILVERSMITHS 
217 EAST 38th STREET 





NEW YORK 

















MIRACLE 


Silver Cleaner 


This is the best clean- 
er ever presented to 
the Jewelry Trade. 
No pastes, powders 
or liquids are neces- 
sary—Miracle Cloth 
alone does the job. 
It cleans and polishes 
silver, gold, brass, 
copper, musical in- 
struments and other 
metals. It is a time 
saver, as it cleans fas- 
ter and better. Order 
a trial package and 
try it on your stock, 
then offer them for 
sale, They retail for 





PRICES 25¢ each and sell on 
1 dozen ...... $1.80 per doz. sight. 
ee 1.70 per doz. e 
6 dozen ...... 1.60 per doz. TRIAL OFFER 


1 to 5 gross.... 18.00 per gr. 
” wittiag Send $1.00 for package 


Larger Quantities Prices on 


A pplication of 6— Postage Prepaid 
JOBBERS 
SEND CHECK WITH: ORDER 
F.O.B. N. Y. WANTED 


SOLE DISTRIBUTORS 


BERNSTEIN & SONS 


1328 BROADWAY, NEW YORK 
Telephone WlIsconsin 7-6434 





JOSEPH B. COOPER & Son 


have been for over four decades engaged 
in the Refining of Precious Metals. 


Our customers continue to be satisfied 
with their returns on OLD GOLD and 
other Precious Metals. 


Your shipments are accurately tested 
or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 





We pay 
6%e per Karat, per Dwt. 





JOSEPH B. COOPER & SON 


26 John St., New York 


Factory: Brooklyn, N.Y. 





Our reputation is our success. 
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A Sensational Value 





“Graylock”’ Tea Set $135.00 Retail 


= * 


oy a 4 STAR HOTEL 


in New York 


& for BUSINESS... 1 block from 
Times Square, 3 blocks from 5th 
Ave. Underground passageway 
to all subways. 


* for DINING...3 fine restau- 
fants to choose from—coffee 
room, tavern grill, main dining 
room. 





* for RECREATION...69 fine 
1400large rooms...each with theatres within 6 blocks. 1 block 


bath {tub and shower} servidor from Broadway...4 short blocks 
and radio. to Madison Square Garden. 


Single from $2.50 


Double from $3.50 * for QUIET SLEEP...Our 32 


stories of fresh air and sunshine 











This new sterling tea set expresses 


2e a gE Hee yee 


rare beauty of design, and craftsman- 


Special Rates for longer periods 
Send for Booklet T 


assure you quiet comfort at all 
hours. 


ship of the highest order. It is an 
outstanding value, and we already 
have had many reorders. Matching 


20” waiter, $125.00 retail. 


Breakfastfrom 30c Luncheon/from65¢ 
Dinner from 85c 


Q youne £. wast, Menager 
Ftotel Li NCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 


Concord Silversmiths, Inc. 
Concord, N. H. 
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holesale Jewelers Act on Code 


Temporary Code Authority Organized at Cincinnati, Appoint Officers 


and Committees, Adopt Budget and Plans Future Work 


PHILADELPHIA, Pa., November 10.—As preached in 
the last issue of THE JEweLERs’ Circucar, the ‘Tem- 
porary Code Authority of the Wholesale Jewelry Trade 
held its first organization meeting at the Netherland 
Plaza Hotel in Cincinnati, Nov. 1, the personnel of the 
code authority being the same as already published. Ac- 
cording to an announcement issued Nov. 7 by the 
Code Authority, from its office at 505 Arch St., this city, 
officers were elected as follows: Chairman, Lloyd G. 
Pattee; vice-chairman, A. L. Ellbogen; treasurer, W. 
Merritt Hurlburt; executive director, George A. Fern- 
ley; secretary, H. R. Rinehart and assistant secretary, 
Thomas A. Fernley, Jr. 

The committees appointed by the Authority are as 
follows: 

Executive Committee: The chairman, vice-chairman, 
treasurer, and Arthur P. Care and Howard L. Car- 
penter. 

Differential and Standards Committee: Arthur P. 
Caro, Chairman A. C. Wallenstein, Silas Reagan, A. 
L. Ellbogen and Irving Brandt. 

Finance Committee: The treasurer, and Leo Bau- 
man, Sidney Y. Ball, Charles A. Moore and Howard L. 
Carpenter. 

Trade Practice Committee: Arthur E. Manheimer, 
chairman; J. G. Swartchild, Harold Alberts, Emil 
Freyer, George H. Edwards and Sam Sampson. 

Overlapping of Codes Committee: Rutledge Simmons, 
chairman; Jacob Engel, vice-chairman; A. C. Wallen- 
stein, Sidncy Y. Ball, Charles A. Moore, Herbert G. 
Johnson and Irving Hoffenberg. 

H. W. Merritt Hurlburt was elected as representative 
on the General Wholesale Code Authority. 


BY-LAWS AND RULES FOR HANDLING COMPLAINTS 
ADOPTED 


By-laws to govern the work of the Code Authority, 
together with Rules of Procedure for Handling Trade 
Practice Complaints were adopted and are now in the 
hands of the National Recovery Administration. As to 
code violations, printed forms for filing complaints will 
be forwarded to be used in reporting complaints to the 
Code Authority. 

The Code Authority adopted a Budget of $23,550 
annually to cover all expenses including the Trav:ling 
Expenses of Members attending meetings; Legal, Bond- 
ing aiid Auditing; Stationery, Printing, Postage, Tele- 
phone and T.legraph; Expenses of the General Whole- 
sale Code Authority; Salaries of the Executive Director, 
Secretary and Assistant Secretary ; Salaries of Stenograph- 
ers, Clerks, etc., Rent, Heat, Light, Office Equipment 
and Miscellaneous Supplies. 

In order to secure this fund it was decided by the 
Finance Committee tu base assessments on the capital 
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rating of Members of the Trade in the Jewelers’ Board 
of Trade Red Book as follows: 


$300,000 and over ........... $200 per year 
$150,000 to $299,999 ........ 150 per year 
$100,000 to $149,999 ......... 100 per year 
$50,000 to $99,999 ........... 75 per year 
$25,000 to $49,999 .......... 50 per year 
Below $25,000 ......... 36 per year 


DIFFERENTIAL COMMITTEE 


In accordance with the provisions of Secticn 1 of 
Article VIII of the General Code, the Committee on 
Differentials prepared a special questionnaire which will 
be immediately forwarded to manufacturers for the pur- 
pose of ascertaining the differentials they now provide 
as well as other important facts about their sales policies 
in order that the Code Authority may define and estab- 
lish differentials which will be fair and reasonable. 

Conflicting and overlapping provisions of the Code 
and the Codes for the Assembled Watch Industry, the 
Medium and Low Priced Jewelry Manufacturing In- 
dustry and the Precious Jewelry Producing Industry 
were very fully discussed and .as a result, Resolutions 
were adopted requesting the National Recovery Adminis- 
tration to call a special meeting of representatives of the 
Cod: Authorities for all four Codes for the purpose of 
reconciling the conflicting provisions. 


TERMS OF ASSEMBLED WATCH CODE STAYED 


Announcement was made by E. O. Mather, Assistant 
Deputy Administrator, that as of Oct. 29, Section 17 
(a) of Article VIII of the Code of Fair Competition 
for the Assembled Watch Industry (that is the paragraph 
of that Code covering Terms of Sale) was stayed for 
a period of (60) days provided that the terms established 
in Article IV of Schedule A, Sections 2 (a), (b) and 
(c) of the Wholesalers’ Code are observed. 


AMENDMENT OF DEFINITION 


A Resolution was unanimously passed authorizing the 
Code Authority to apply to the National Recovery Ad- 
ministration for an amendment to Section 1 of Article 
II of our Code d:fining a Wholesaler by deleting the 
present senience and substituting therefor the following: 

“Sales to institutional, commercial and/or indus- 
trial users for the home or personal use of the 
agents and/or cmplovees of such concerns, and sales 
to such concerns not for use in the conduct of their 
enterprises, or sales to ultimate consumers shall for 
the purpose of this Code not be considered whole- 
sale transactions and any person making sales of 
such a character shall not be considered a whole- 
saler for the purpose of this Code.” 

The delivery of merchandise on memorandum was dis- 

(Turn to page 71) 











Selected Gifts for 








The new Delta No. 3 with 
an Arabic dial. Here is an 
8-day clock cased in genuine 
dark walnut and metal 
combined to give it a bright 
modern appearance. The 2- 
inch dial is silvered metal. 
The Seth Thomas Clock Co. 
makes this suggestion for a 
Christmas offering. Retail 
price $7.95. 


BE Ee ee Me ee Ms ee 


New Christmas Gifts Appeal 
to the Purchasing Public. Note 
the Suggestions on These Pages 





The Bradley & Hubbard Mfg. Co., Meriden, Conn., 
suggests this generous, man-sized ash tray for your 
Christmas stock. -It is 72 inches in diameter, suitable 
for the executive desk or on the coffee table at the 
cocktail hour, to receive the ashes from two or more 
in a group. Beautifully finished in bronze de luxe to 
retail at $2.25, or in ae Verde de luxe to retail 
at $1.85. 


The New Haven Clock Co. 
calls attention to the Jerome 
Jr. wrist watch. 8/0 size 
with genuine Wadsworth 
case in chromium plate and 





These lovely gleaming Gorham 
sterling pepper and salt shakers 
will find a welcome anywhere 
and are a practical Christmas 
gift. Retail at $12.50 a pair. 








A necklace of Mikimoto cultivated 
pearls, beautifully matched and gradu- 
ated, is a gift sure to thrill on Christ- 
mas morning. How proud she will be 
with such a strand. K. Mikimoto, 55] 
Fifth Ave., offers these necklaces from 


jeweled New Haven move- 
ment. Available with oval 
index dial in silver finish, or 
raised Arabic numerals on 
a silvered dial. A choice of 








This square wall or shelf-type 
electric kitchen clock known as 
the Chef is of smart modern 
design with metal case. Self- 
starting synchronous movement 


leather strap, three-strand 

corded leather strap, or link 

bracelet. Retail price, $5.95 

(Pacific Coast price slightly 
higher). 





$25 up without clasps. 


SE A ENO . 


Height 6% inches, width 6% 
inches, depth 1% inches. Choice 
of green with ivory stripes, 
ivory with red stripes or black 
with white stripes. General 
Electric Co. List price, $4.95. 











A Christmas gift to 
please the most ex- 
acting. This grace- 
ful, slender time - 
keeping baguette, a 
Gruen Watch Co. 
product, is set with 
two fine, sparkling 





A new gift for a new era. This 10 piece cocktail set 
consists of tipple tumbler, eight tipple cups and large 
tray, 10 x 18 inches. Cork inset in tray prevents cups : diamonds. It is the 


A lovely new pattern in Holmes 

& Edwards Inlaid silverware 

which is enjoying unprecedented 

acceptance among the trade and 
the consumers. 


from skidding. In satin-ray aluminum, $7.75; in chrom- Newport. Retail price 


ium, $14.85. West Bend Aluminum Co., West Bend, Wis. 
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Gem star sapphire ring, a gift to please 

the most exacting. Sapphire weighs 

over 20 carats, mounted with two tri- 

angle and four baguette diamonds. Re- 

tail price approximately $1150. F. X. 

Zirnkilton, 214 S. 12th St., Philadel- 
phia, Pa. 


























A strikingly styled modern display 
chest, finely done in solid wood of 
special quality. Distinctively fin- 
ished in a new harmony of glowing 
apricot tones, which are carried out 
in an identical effect of lustrous 
Apricot lining. Tarnish proof. Cons. 
price, $12.50. Oneida Community. 











A graceful combination. The ornamental 
heart segment is very effective. The plat- 
inum engagement ring is channeled—set 
with eight fine round diamonds retailing 
at $66.75. This price does not include 
center diamond. The platinum wedding 
ring band is paved with nine diamonds to 
retail at $59.25. Made by the Bristol 
Seamless Ring Co., 71 Nassau St., New 
York. * 
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La Pierre Division of International Sil- 

ver Co., suggests this chrome and 

enamel dresserware as an excellent 

Christmas gift. Eight pieces including 
case. Retail price $43. 





© Walt Disney 
Here is Little Red Riding 
Hood looking for the kid- 
dies. She has a Three 
Little Pigs Educator 
Spoon in Wm. Rogers & 
Son silver plate for each 
one. Retail price 65 cents 

each. 








This new Ronson lighter is a suggestion 
from the Art Metal Works, Inc., Newark, 
N. J. It is an attractive Christmas gift. 





The chic, new, round Elgin 
wrist watch for women 
(model 2041-2040)—a dis- 
tinctive gift selection. It has 
17-jewels and comes in a 
14 karat natural or white 
gold filled case, with black 
silk cord. May also be had 
with smart leather cord for 
sportwear. Retail Price is 


$47.50. 





This display shows a complete line of matching stemware in International 
Sterling. An excellent window attraction for retail jewelers. Complete 
display $61.25 for one of each of these pieces. 
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Provide your cus- 
tomers with an 










A beautiful blue star sap- 


Opportunity of phire weighing 42.60 carats 
: ; set in a platinum mounting 

selecting gifts that with six baguette diamonds. 
| It retails at $2,500. Offered 
i are new Note the by Papazian Brothers, Inc., 
i ; ; New York. 
I . many attractive 
i The Athena Candelab:a is a ; 
| beautiful piece, designed for items shown on 
| “grand occasions.” It is finished ‘ 
in polished chromium and its this page 


fluted column supports two ex- 
ceedingly graceful candle arms. 
The Candelabra is suitable for a 
mantle piece, or console as well 
as for the formal dinner table. 
Designed by Lurella Guild for 
Chase Brass & Copper Co., 10 
E. 40th St., New York. Retail 
price $15. 


Sees 





Here is a clock suitable for a fine 
Christmas gift. It has an 8 day, 7 
jewel, fine Swiss movement, cased in 
synthetic black onyx and crystal. Also 
comes in other colors. Composed of 
about 35 individual pieces of material. 
Suggested by De Frece Watch Co., 
Inc., 48 W. 48th St., New York. 


——— 


| 


| 
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Consider for him this sterling silver brush 
and comb. The price is $8.50—or in brown 
leather case $10. A product of the R. 


Wallace & Sons Mfg. Co., Wallingford, This 10 per cent iridium 


platinum-diamond _engage- 








I ~~ Heavy sterling silver tea ment and wedding ring set 
id bell suggestive of a cheer- is an excellent combination 
iH f aii A iz ¢ a] ful Xmas spirit. Will make sure to win merited praise. 
Hi | y) Y a seasonable gift. Retail A product of Byard F. Bro- 
ia ’ ‘] f d ’ p price $10. Currier & Roby, gan, 805 Sansom St., Phila- 
| i! f l l / 217 E. 38th St., New York. delphia. 


Aa ae eres 
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This 1847 Rogers Bros. tuck-away set contains 26 

pieces and is cased in handsome ostrich grain leather 

fabric. Case contains pieces of Sylvia pattern. Retail 
price $30.25. 





Three piece dresser set in Bohemian crystal glass with beautifully etched 
and raised decoration of roses. The set comprises two perfume bo 
& with drop stoppers and a powder box. Retails at $7.50. Imported by 
Paul A Straub & Co., Inc., 105 Fifth Ave., New York. 
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J. R. Wood & Sons, Inc., 1325 Atlantic Ave., Brooklyn, 
N. Y. suggest these beautiful gem set rings as excclient 
—— They are of expert workmanship and 
charmin i i i 

This delightful ring always an acceptable gift for HER. A wide selection araming Cesige and ave dlamend cet with Gee stones 
of rings made with genuine stones are offered: Chinese jade, Russian 
lapis, carnelian, turquoise, amethyst, rose quartz, coral and cabochons of 
all colors. The ring is made in solid gold, shank hand-engraved. Retail 
price, $7.50. The ear buttons to match the ring feature the patented 
Loxon attachment which is the first real improvement in earring design 
in twenty-five years. Patented features assure absolute safety and firm 
grip without pinching or discomfort. Ear buttons are made of solid gold. 

Offered in a variety of genuine stones. Retail price, per set, $7.50. 





A set of star sapphire cuff links are a Christmas 
gift which will win the praise of the most exacting 
man. This set retails for $900. A total of 44 
carats of sapphires. Suggested by Jerome Rich- 
heimer, 608 Fifth Ave., New York. 


This is the beautiful new. ton- 
neau shaped Hamilton wrist 
watch. The case is 10 per cent 
iridium platinum with 44 spark- 
ling diamonds. It is called the 
“Lucia.” Consumer price $250. 





This new Omega watch is a special fall feature. It 

has a 512 ligne, 15 jewel movement. It is furnished 

in 14k gold with applied raised solid gold baguette 

numerals. J. R. Wood Sales Corporation, 1325 Atlan- 

tic Ave., Brooklyn, N. Y. suggests this watch as a 
Christmas gift. Retail price 





Right — This new 
compact is being re- 
ceived with enthusi- 
asm by both dealers 
and patrons. It works 
on an entirely new 
principal of opera- 
tion. You open it by 
merely pressing the 
ends—once to raise, 
the mirrored top, and 
again for the powder 
reserve. The com - 
pacts are presented 
in a wide variety of 
beautiful colors. Sug- 
gested by Jacques 
Kreisler Sales Corp., 
136 W. 52nd St., 
New York. 





Spode’s savoy white china in tea and dinner sets. This beautiful raised 
potting makes a charming Xmas gift. The dinner plates retail at 
$48.00 a doz. 
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Asks for Exemption from Wholesale Cindi 


Testimony Taken Before NRA Deputy Administrator on 
Application of Industrial Jobbers of Jewelry 
and Giftwares 


WASHINGTON, D. C.—Exemption from 
the provisions of the wholesale jewelry 
code was asked for at a public hearing 
held here on Nov. 13 before NRA Assist- 
ant Deputy Administrator E. O. Mather, 
by six wholesale jewelry firms classed as 
“industrial” wholesalers. 

The firms include L. & C. Mayers Co., 
Inc., G. Ed Trebling Co., Inc., Scott & 
Davis Co. E. L. Rice Co., Moore & 
Evans, and the Fort Dearborn Mercan- 
tile Co., all members of the American 
Wholesale Jewelry & Giftware Associa- 
tion. The association also joined in the 
exemption application and claimed to 
represent 80 firms other than those 
present. 

In addition to Mr. Mather, Frank H. 
Crockard, Deputy Administrator in gen- 
eral charge of distribution codes, was 
present at the hearing but took no active 
part. Associated with Mr. Mather as 
advisers were: W. L. Walker, of the 
Industrial Advisory Board; H. C. Mc- 
Carthy, of the Consumers Advisory 
Board; Charles Pease, Labor Advisory 
Board; O. H. Walbrun, of the Legal Di- 
vision, NRA; and David M. Polak, of 
the Research & Planning Division. 

Those attending the hearing included: 
Lawrence S. Mayer, John H. Malone, 
G. A. Sherry, J. L. Bennett, W. C. Hew- 
itt, H. R. Rinehart, of the National 
Wholesale Jewelry Association; Dr. R. S. 
Alexander, former member of NRA 
staff; and William Wagner, secretary of 
the Local Retail Jewelry Code Authority 
for the Metropolitan area of New York. 

The history of the controversy, which 
was brought to an acute phase only a 
little more than a month since the sup- 
plemental code became effective, was re- 
cited by Mr. Mather. 

The principal issue was the definition 
of the industry. It is constructed by the 
dissenting group as having been drawn 
to discriminate against industrial whole- 
salers. They claimed they should not be 
included among those subject to the code 
and that they properly belong under the 
general wholesaling code. It was charged 
that they have no representation of the 
Code Authority and that the entire set-up 





is such as to make possible their elimina- 
tion from the competitive field. 

An “industrial” wholesaler, it was ex- 
plained, is one who sells to institutional, 
commercial and industrial groups, prin- 
cipally by catalogue. One result of such 
practice enables an individual employed 
within any such group to secure mer- 
chandise for his personal use at the 
wholesale price, it was said. 

The conflict of views is basically that 
existing between the members of the gift- 
ware association and the members of the 
National Wholesale Jewelers Association, 
and was brought to the attention of the 
NRA prior to the approval of the code 
on August 21. The industrial whole- 
salers, through their associaion, submit- 
ted a code for approval but it was held 
that they properly belonged under the 
wholesale jewelry code and an effort was 
made to frame the definition in such way 
as to remove their objections. 

Mr. Mayers, leading the attack, indi- 
cated that all the applicants for exemp- 
tion objected to the definition of indus- 
trial wholesaler and said that his own 
organization objected to a number of the 
trade practice provisions. 

Mayers said that his firm already is 
operating under six or seven supplemen- 
tary codes and with them was having no 
trouble. He explained that the concern 
deals in a wide variety of merchandise 
although a very considerable part of it 
is jewelry, and that except for a small 
percentage the distribution is by the cata- 
logue method. He asked that his firm be 
permitted to operate under the provisions 
of the general wholesaling code. 

Responding to an inquiry, Mr. Mayers 
said that his firm was having no trouble 
with the six or seven codes under which 
it was operating “because they didn’t try 
to frame trick definitions.” 

He said further that he objected to 
many of the trade practices in the pres- 
ent code because, “they should not prop- 
erly be put into any code as they consti- 
tute an undue hardship to business.” He 
objected also to the definitions of “retail 
jeweler” and “retail selling.” 

Mr. Mayers claimed that the retail 
jewelry code authority case against his 
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firm is proof that the clause relating to 
the retail code was there to put industria] 
wholesalers out of business. He pre- 
sented several exhibits showing opposi- 
tion to industrial wholesalers, in his opin- 
ion. These included form letters which 
had been sent out by the National Whole- 
sale Jewelers Association and two arti- 
cles appearing in THE JEWELERS’ Circv- 
LAR of February 1933, and November 
1934, which he claimed discriminated 
against him. 

In order to explain to the hearing 
just what he meant by an_ industrial 
wholesaler Mr. Mayers gave an explana- 
tion of how his own business is con- 
ducted in its many details. He stated 
also that he represented 83 members of 
the association and he asked that his firm 
be allowed to operate under the general 
wholesale code instead of the- supple- 
mental code as at present. 

Mr. Malone, of Moore & Evans, who 
described himself as a member of the 
firm and as a member of the Code 
Authority for the athletic goods trade, 
told a story that was much the same as 
that of Mr. Mayers. He said his con- 
cern is operating under ten other codes 
without any trouble but that it wanted to 
be placed under the general code so far 
as its jewelry sales were concerned. 

He stated that his business is different 
from Mayers but he also objected to the 
present definition of wholesaler. “If we 
are forced to operate under the present 
code,” he said, “we would obviously be 
dominated by the code authority of this 
supplemental jewelers code.” 

G. A. Sherry, of the Fort Dearborn 
Mercantile Co.; J. L. Bennett, of Bennett 
Bros., New York City, and W. C. Hew- 
ett, general manager of E. L. Rice & Co., 
were other witnesses who appeared. 

They agreed in their criticism of the 
code as written, particularly the defini- 
tion, and asked exemption, stating their 
willingness to be bound by the provisions 
of the general code. Sherry and Hewett 
admitted that if the definition were clari- 
fied or amended they would have less 
objection to the remaining provisions, 
but they felt that their interest would 
best be served by exemption. 

H. R. Rinehart asked that the exemp- 
tions be denied, and that these firms be 
made to comply insofar as they are in 
the wholesale business. 

Dr. R. S. Alexander, a former member 
of the NRA staff, who had charge of the 
wholesale jewelry code in its early 
phases, related in detail the history of the 
negotiations. He told of the care that 
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had been exercised to make certain that 
all elements of the trade received fair 
treatment and explained the failure to 
make more adequate provision for rep- 
resentation of the protesting group on 
the Code Authority. The best statistics 
obtainable, he said, accounted for from 
40 to 300 concerns engaged in industrial 
wholesaling and revealed approximately 
2,000 wholesalers falling in the unques- 
tioned class. 

William Wagner of the Metropolitan 
area retail jewelry code authority made 
a lengthy statement in which he opposed 
the exemption from the code by the 
Mayers and other companies concerned. 

“We earnestly urge,” he said, “an im- 
mediate denial of the appeal and the 
plainest . possible demand that the appli- 
cants get into immediate compliance with 
the codes affecting their business trans- 


actions.” 





Philadelphia Retailers Lose Fight to 
Stop Auction Sale of Jewelry 
Worth $500,000 


PHILADELPHIA, PA., Nov. 21—On the 
ground of a legal technicality raised at 
the last moment, the jewelry trade of 
this section lost the fight which it has 
been waging against an auction sale of 
over half a million dollars worth of 
jewelry which was extensively advertised 
to take place today and tomorrow at the 
auction sales of Samuel T. Freeman & 
Co. The sale went on today after the 
Federal District Court had refused to 
enjoin Samuel T. Freeman & Co. and the 
so-called owner of the jewelry, H. F. 
Fisher, Inc., from continuing the sale. 

The auction sale of this jewelry caused 
considerable comment throughout the 
jewelry trade inasmuch as it embraced 
a collection of the most beautiful and 
valuable gem-set bracelets, necklaces and 
similar articles which were made by vari- 
ous manufacturers. The Freeman auction 
house circulated the catalogs which were 
handsomely illustrated with half-tone cuts 
of 20 or more pieces in which it was 
stated the sale was being made for the 
Pennsylvania Company, one of the larg- 
set local banking establishments. 

An investigation by the jewelers dis- 
closed the fact that the Pennsylvania 
Company had given a loan upon this 
jewelry and was selling it to reimburse 
themselves at the request of the owners. 
The attempt was made to stop the sale 
under the NRA codes, and the Precious 
Jewelry Code Authority, deciding that the 
sale was really a matter of retailing, put 
the question up before the local retail 
authority of which Philip Kind is chair- 
man. 

This Code Authority, last week, issued 
an order on the Pennsylvania Company 
to desist from continuing the sale. Later, 
it is reported, the banking concern noti- 
fied the Code Authority that the loan, of 
about $100,000, had been paid by the 
owner and that the owner was H. S. 
Fisher, Inc. 

The local Code Authority then attempt- 
ed, again to have the auction sale stopped 
and have Mr. Fisher restrained from 
continuing the sale, and took it up with 
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the local Compliance Division of the NRA. 
This Board called in the United States 
Attorney and deputies of his office made 
application for an order restraining the 
auction sale from going on today. 

The matter was heard by Federal 
Judge Wm. H. Kirkpatrick and the con- 
tention was first made that H. S. Fisher 
or his company were not retailers. But 
evidence was introduced to show he had 
sold a large quantity of jewelry to one 
or more people and the objection was then 
raised that the auction company and the 
owner had spent about $2,000 in adver- 
tising this sale, which would be a total 
loss. Local Philadelphia jewelers offered 
to agree to pay up the expenses already 
entailed by the auction and it looked as if 
the sale would be ‘stopped. 

Then as the attorneys had raised the 
point to Judge Kirkpatrick that the sale 
was made in Philadelphia to Philadel- 
phians, that the transactions were local 
and the question of interstate commerce 
did not come in, therefore, the NRA code 
restrictions did not apply. On this ground, 
the court denied the application. 

Inasmuch as there is no state law cov- 
ering the NRA codes, no application could 
be made to further stop the auction, and 
the sale went on today to the extent that 
jewelry for which $105,605 was offered, 
was transferred. The sale will end to- 
morrow, so no appeal on behalf of the 
local retail jewelry code will be effec- 
tive. 

Prominent Philadelphia jewelers who 
saw the jewelry offered estimated roughly 
that its value ran from $400,000 to $600,- 
000 and it was believed that the sale 
was a part of a clever proposition to 
collect the gems together and have them 
sold in Philadelphia by auction, also that 
the sale on behalf of the bank was simply 
a technical trick to catalog the jewlery 
in the way it was published by the auc- 
tioneers. As a matter of fact when the 
sale was held the Pennsylvania Company 
had lost all title to the jewelry and the 
sale was made on behalf of Fisher, the 
nominal owner. An explanation of this 
was to be given at the time of the sale. 














E. O. Otis Resigns as Secretary of the | 


N.E.M.j.S.A. to Go Into Business 

Providence, R. I., Nov. 21.—Edward O. 
Otis, former secretary of the New 
England Manufacturing Jewelers & Sil- 
versmiths Association and secretary of 
the Code Authority of the Medium and 
Low Priced Jewelry Industry, recently 
resigned his position and has started in 
business as a manufacturer of jewelry 
under the title of Otis, Inc., at 36 Garnet 
St., this city. 

Although he has resigned as secretary 
of the Code Authority, he has been re- 
tained as treasurer and will be associated 
with the code work for a while. In the 
New England Manufacturing Jewelers 
and Silversmiths Association his work will 
be conducted by William H. Blake, his 
former associate, who will carry on as 
“acting secretary” for the time being. 

Mr. Otis in speaking of his new busi- 
ness said: “I have taken over the plant, 
lines, patents, etc., of what was formerly 
Wachenheimer Bros., Inc., retaining the 
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plant and personnel at 36 Garnet St. 
The corporation is a Rhode Island cor- 
poration and will continue to make a fine 
line of sterling silver whitestone, real 
stone, and marcasite jewelry and at a 
later time develop new ideas and ma- 
terial. We hope to build the business up 
to its former prestige and, generally 
speaking, make the finest type of well- 
styled and high-quality merchandise at 
a medium price. 

“Our selling policy will be direct to the 
high-grade retailers and department 
stores at one and the same price.” 





Providence and Attleboro Jewelry 
Manufacturers Report Marked 
Business Improvement 


ProvipENcE, R. I., Nov. 26.—The clos- 
ing days of November witnessed the 
greatest activity in the manufacturing 
jewelry industry in Providence and the 
Attleboros that has been experienced in a 
number of years. An unexpectedly large 
volume of orders has enabled a majority 
of the plants in this area to continue to 
operate at the near-capacity levels re- 
ported a month ago, it is stated by leaders 
in the industry. Continued activity in 
production through the remainder of the 
year is assured. 

Production at the present time is at the 
best level it has attained in several years, 
and, while the numerous buyers and job- 
bers who appeared in June had indicated 
a reasonably successful season, manufac- 
turers were unprepared for the rush of 
business which later developed. Many 
of the plants have found themselves ham- 
pered by the NRA limitation of hours, 
but through the efforts of the code author- 
ity this problem has been somewhat al- 
leviated. 

Plants are now in their peak periods, 
and, while a few have lines which are not 
meeting active demand, the great major- 
ity have experienced a gratifying volume 
of business. Those plants, which have 
found it necessary to work overtime, have 
been forced to pay overtime wages; while 
this greatly narrows the profit margin, 
the better volume of business reported 
indicates that more firms in the jewelry 
industry will write their financial state- 
ments in black ink than has been the case 
in past years, it is stated by heads of the 
local industry. 

Employment in the industry remains at 
the high rate reported since the fall run 
began. During the month of September, 
the latest figures yet tabulated by the 
State Commissioner of Labor, the number 
at work in the jewelry industry was the 
largest in several years, showing a gain 
of 15.4 per cent from the August level; a 
jump of 25.3 per cent from the July total 
this year, and an increase of slightly 
more than 8 per cent from the September, 
1933, figure. Manufacturers, however, 
claim that lists showing the number of 
unemployed in the industry are inaccu- 
rate in that in some cases they were com- 
piled some months ago and that since 
then many have returned to work while 
a great many others have gravitated to 
other lines. Executives find that in some 
cases their is actually a shortage of skilled 
labor. 
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Rochester Manufacturers Get In- 
junction Against Use of Labels 
on Unbreakable Crystal 


Rocuester, N. Y., Nov. 2.—The Ger- 
manow-Simon Machine Co. of this city, 
which manufactures the so-called the G-S 
Flexo Crystals and crystal machines, were 
successful in a recent suit in the New 
York Supreme Court against a_ local 
dealer in their request for an injunction 
on the charge of unfair competition. 

The defendant, it was claimed, used 
the name of G. A. S. Co. and used the 
“G. A. S. Co.” on packages of unbreak- 
able watch crystals in a way to be con- 
fused with the name “Gasco,” the name 
used by the Germanow-Simon Machine 
Co. in labeling its own product. The 
court held there was a phonetic similarity 
between the two, and the defendant 
should be enjoined from using the same. 
The defendant was also restrained from 
using a numbering system which the 
plaintiff claims they use in their business 
and from other acts charged in the com- 
plaint. 


. 


Detroit Watch Company Loses 
Appeal to National Recovery 
Administrator 


WASHINGTON, D. C., Nov. 5. —The In- 
dustrial Appeals Board has upheld an 
NRA ruling denying an application for 
exemption from the retail jewelry code 
made by Glick’s watch repair establish- 
ment, Detroit. The firm appealed from 
the order denying it exemption from the 


retail jewelry code provision forbidding: 


advertising watch or clock repairs at a 
uniform price. The Appeals Board found 
that the code specifically covers watch re- 
pairing, and that “if this provision is 
deemed necessary to effectuate fair com- 
petition by the members of the trade, we 
find no valid reason to place those doing 
repair work alone in a separate class. * * * 
The abuses incident to the quotation of 
uniform prices are as applicable to this 
company as to the other members of the 
industry.” The text of the Board’s decision 
which was filed Nov. 1, read: 


_ This is an appeal by Glick’s Watch Repair 
Store from Order No. 142-24, signed by Robert 
L. Houston, Division Administrator, on August 
30, 1934, which denied the application of the 
petitioner for exemption from the provisions of 
Article VIII, Section 1 (0) of the Code of 
Fair Competition for the Retail Jewelry Trade. 
The appeal from this order was filed with this 
Board on October 4, 1934, and a hearing was 
held thereon on October 26, 1934. 


Article VIII, Section 1 0) of the Retail 
Jewelry Code as amended reads: 


“‘No retail jeweler shall advertise to repair, 
clean, regulate or adjust watches or clocks 
or any part or parts thereof at a minimum, 
maximum, or uniform cost irrespective of 
the cost of such repairs.” 


Article VIII, Section 1 (0) of this code 
originally read as follows: 
“No retail jeweler shall advertise or offer 
to repair watches or clocks at a uniform 
price irrespective of the cost of such re- 
pairs.” 


When this section was amended to read as 
quoted above, the Glick Company sent a telegram 
to the Deputy Administrator seeking an ex- 
emption from the amended Article VIII, Sec- 
tion 1 (0). Inasmuch as this amendment went 
into effect on July 20th and the telegram was 
dated July 31st, it was, in any case, too late 
to result in an automatic stay as provided by 
Executive Order No. 6205-B of July 15, 1933. 
The request for exemption was considered, how- 
ever, and the Code Authority for the Retail 





Jewelry Code recommended that the exemption 
be denied and on August 30, 1934, the above 
order was signed by Division Administrator 
Houston denying the application for exemption. 

It appears that Glick operates a watch repair 
store in Detroit, Michigan. He employs be- 
tween 60 and 70 watch repairers and only a 
very small percentage of his business is in the 
sale of retail items. The petitioner argued that 
inasmuch as less than 1 per cent of his business 
was in the retail sale of jewelry and the other 
99 per cent in watch repair he did not properly 
belong under the Retail Jewelry Code. |The 
definition of the Retail Jewelry Code, as written, 
definitely includes watch repairing. : 

The petitioner claims that through quantity 
work, he is able to perform his services at a 
much lower cost than “retail jewelers.” If his 
costs are lower there is nothing in the Code, 
however, which prohibits him from charging 
less for his services than do other retail 
jewelry establishments for the same type of 
service nor to advertise this fact. 

If this provision is deemed nécessary to 
effectuate fair competition by the members of 
the trade, we find no valid reason to place 
those doing repair work alone in a_ separate 
class. If their costs are lower they can quote 
and advertise lower prices. The only incon- 
venience caused them by this Code provision 
is that they cannot quote an average price which 
of necessity on individual jobs will sometime 
result in a loss to them and sometime in a 
profit. The abuses incident to the quotation of 
uniform prices are as applicable to this com- 
pany as to the other members of the Industry. 

This Board, therefore affirms Order No. 
142-24, denying the petition of this appellant 
for exemption from Article VIII, Section 1 
(0) of the Code for the Retail Jewelry Trade. 


Thar’s Gold in Them Thar Floors 


“There’s gold in them there floors,” 
according to a representative and ex- 
pert of Handy & Harman, New York, 





$3,000 worth of “pay dirt” in gold, silyer 
and platinum. —— 


Diamond and Gem Imports During 
September 


Washington, D. C., Nov. 1.—Diamond 
imports during the month of September 
are given by the Bureau of Foreign and 
Domestic Commerce as amounting to 
$1,434,619. Of this amount the imports 
of rough or uncut diamonds amounted 
to $362,730 and that of cut diamonds, 
$1,071,889. Belgium supplied us with the 
greatest part of rough and cut diamonds 
during the month. 

During September, according to the Dj- 
vision of Foreign Trade Statistics, we 
imported pearls valued at $82,064; rough 
precious stones, $8,884; cut precious 
stones, $88,187; imitation gems (except 
opaque stones), $124,944; imitation 
opaque stones and_ imitation pearls, 
$2,528. 


Imports and Exports of Jewelry and 
Silverware During September 


WasuHincTon, D. C., Nov. 1.—Imports 
of fine jewelry in platinum and gold dur- 
ing September amounted to $3,092, ac- 
cording to the preliminary statistics just 
compiled by the Division of Foreign 
Trade Statistics of the Department of 
Commerce. During the same month we 





Reclaiming gold from floor in manufacturing department of Heeren Bros. Co., Pittsburgh, Pa. 


who, upon surveying the floors in the 
manufacturing department of MHeeren 
Brothers Co., Pittsburgh, Pa., recom- 
mended that they be pounded and 
vacuumed to recover the precious metal. 

It appears that the floors were made 
from hard yellow pine, laid on end, and 
to have taken them up and burned them 
for the recovery of gold and other pre- 
cious metals would have been quite ex- 
pensive. So this expert recommended 
that the floors be carefully pounded, that 
the “cracks” be scraped and the residue 
vacuum-cleaned. 

A force of five men, working for a 
week at a total cost of $150, aided by a 
powerful vacuum-cleaner, extracted about 
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imported cheap jewelry amounting to 
$23,774. 

During September the value of the 
silver-plated household utensils, includ- 
ing hollowware and plated ware, amount- 
ed to $87,642, while the value of other 
silver-plated articles except cutlery or 
jewelry amounted to $15,821. 

The table of exports during September 
show that we shipped away only $600 
worth of fine or precious metals and gems, 
while our shipments of other jewelry 
amounted to $65,384. 

During the same month we exported 
sterling silver valued at $2,481, silver- 
plated ware worth $7,194 and other ar- 
ticles including gold or pewter, $2,759. 
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Annual Meeting of New England 
Manufacturing Jewelers’ and 
Silversmiths’ Association 


ProviwENce, R. I., Nov. 15.—At the an- 
nual organization meeting of the Board 
of Directors of the New England Man- 
ufacturing Jewelers’ and_ Silversmiths’ 
Association, held according to the asso- 
ciation’s by-laws early in the month at 
the association’s headquarters in the 
Providence-Biltmore Hotel, Sturgis C. 
Rice, of the Whiting & Davis Co., Plain- 
ville, Mass., was elected president for 
the ensuing year. He succeeds James 
V. Toner, of Attleboro, Mass., who has 
been president of the association for the 
past two years. 

The annual corporation meeting of the 
stockholders and dinner ofthe association 
was held in the Colonial ballroom of the 
hotel on Thursday evening, Oct. 25, at 
which upwards of 200 members and 
others identified with the industry 
listened to a review of what has been 
accomplished for the industry under the 
code provisions of NRA. This was given 
by Leslie Lore of Washington, D. C., 
Assistant Deputy Administrator of Divi- 
sion No. 2, in which the low and medium 
priced jewelry is classed. 

R. M. Searles, Assistant Deputy NRA 
Administrator, gave an outline of how 
changes in the codes are effected and 
told of some of the handicaps especially 
experienced in the jewelry business. 

President James V. Toner conducted 
the business session which followed im- 
mediately after the dinner, and in his 
brief address of welcome gave an inter- 
esting resume of the association’s activi- 
ties during the past year. 

At the conclusion of his remarks, Pres- 
ident Toner was the recipient of a hand- 
some mahogany-cased barometer clock, 
Past President Archibald Silverman mak- 
ing the presentation address. Seated at 
the president’s table were officers of the 
association, several past presidents, mem- 
bers of the Medium and Low Priced Jew- 
elry Code Authority, NRA administration 
officials and officials of the Bureau of 
Jewelry Design Registration at the Rhode 
Island School of Design. 

The secretary’s report was read by 
Lewis S. Chilson; and the treasurer’s re- 
port by J. Stafford Allen, both of which 
were approved and ordered placed on 
file. They reflected the activities of the 
past year, the treasurer’s report showing 
the association to be in a strong financial 
condition, with an increase in assets as 
compared with a year ago. Executive 
Secretary Edward O. Otis, Jr., gave his 
annual report, which not only reviewed 
the work of the association but also sum- 
marized the conditions at present existing 
in the jewelry industry and the progress 
that is being made in meeting and adju- 
dicating the problems. 

He then presented the report of the 
nominating committee, which consisted of 
Earl H. Ashley, chairman, Frederick B. 
White, Samuel J. McCormick, Raymond 
Studley and Donald LeStage, and the fol- 
lowing were declared elected by the sec- 
retary casting one ballot, upon vote of 
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the associat.on: Vice-Presidents for one 
year, Frederick A. Ballou, Jr., Provi- 
dence, and Harold E. Sweet, Attleboro, 
Treasurer for one year, J. S. Allen of 
Providence; Secretary for one year, Lewis 
S. Chilson; Directors for three years, 
Lawrence E. Baer of Attleboro, Edgar M. 
Docherty of Providence, Walter B. En- 
sign of Providence, Wallace D. Kenyon 
of Attleboro, Archibald Silverman of 
Providence, Frederick B. White of Prov- 
idence, Willard Ormsbee of Taunton, and 
Albert I. Russell of Providence. 


Clock Company Loses Protest as to 
Duty on Bezels and Gongs 


WASHINGTON, D. C., Nov. 10.—The 
United States Court of Customs and Pat- 
ent Appeals has rendered a decision in 
connection with clock parts in the case 
of the Herman Miller Clock Co. against 
the United States, in which an opinion 
was rendered by Presiding Judge Gra- 
ham. 

In this case merchandise described - as 
bezels or lunetten for clock dial, and 
gongs to be used in clocks, were assessed 
at 65 per cent and 3 cents each as assem- 
blies or subassemblies of clocks or clock 
movements. The importer protested that 
they were properly dutiable at the appro- 
priate rates as cases, containers, or hous- 
ings, or as other parts of clocks or clock 
movements. The United States Customs 
Court overruled the protest and their 
judgment has now been affirmed. Judge 
Lenroot concurred in the conclusion but 
Judge Garrett dissented in part. 


, 


Golden Roosters Hold Fall Frolic 


Cuicaco, ILt—The annual fall frolic 
of the Golden Roosters, held in the Cameo 
Room of the Morrison Hotel on the eve- 
ning of Nov. 9, was such that it will be 
placed alongside of the most successful 
and enjoyable affairs given by this fun 
organization, “The Fine Feathers of the 
Jewelry Trade.” 

More than 100 were in attendance to 
enjoy the entertainment and initiatory ser- 
vice. The five active members initiated 
were Joseph Schlapik, David Helfer, 
N. R. Gustafson, Herbert Smith and Paul 
K. Bonebrake. Clarence Bliss, of Bliss, 
Scofield Co., was made a non-resident 
member. Charles Brown, chanticleer, 
presided, and Bert Hopper acted as mas- 
ter of ceremonies during the entertain- 
ment which followed the dinner and in- 
itiation service. 


Walter Kahn and Jacob Mehrlust 
Reelected to Precious Jewelry 
Producing Code Authority 


At the formal election held at the offices 
of the Jewelers 24 Karat Club rooms, 608 
Fifth Ave., Nov. 19, Walter Kahn of 
L. & M. Kahn & Co., and Jacob Mehr- 
lust were reelected members of the Na- 
tional Code Authority of the Precious 
Jewelry Producing Industry in accordance 
with the by-laws of the Authority, which 
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provides ror two members to De sciccted 
each year. 

Members of the Precious’ Jewelry In- 
dustry throughout the country had an 
opportunity of nominating and voting for 
the candidates and those who had not 
sent in their votes had the opportunity 
to call at the headquarters of the Code 
Authority and deposit their ballots on 
Nov. 19. 

Edward Sumnick, secretary of the 
Precious Jewelry Producing Industry an- 
nounced that the election of Messrs. 
Kahn and Mehrlust was unanimous. 


Beefsteak Dinner of Maiden Lane 
Historical Society 


The beefsteak dinner of the Maiden 
Lane Historical Society, which was held 
on Wednesday evening, Oct. 31, at the 
Hotel Warwick, 65 W. 54th St. New 
York, was one of the most enjoyable af- 
fairs held in the jewelry trade in New 
York in some time. -From start to finish 
a jovial spirit prevailed and all who at- 
tended praised Leo Wormser, treasurer 
of the society, for a royal evening. 

Prior to the beginning of the dinner 
old acquaintances were renewed and an 
enjoyable half hour passed in a room near 
the dining room. There, refreshments 
were served and opportunity afforded to 
discuss topics of mutual interest. 

The dinner was attended by about 70 
members of the society who were pro- 
vided with paper aprons and caps as the 
feast began. Officers and directors were 
seated at the head table and, in the ab- 
sence of President Abbott, Vice-President 
Niemeyer presided. Albert Ulmanno, 
historian of the society, made a short 
address and following the dinner a 
magician entertained. 





Ask Approval of Budgets of 23 Local 
Retail Jewelry Code Authorities 


WasuHincTon, D. C., Nov. 10.—Sugges- 
tions or objections concerning applications 
for approval of 1934 budgets for the fol- 
lowing Local Retail Jewelry Code Au- 
thorities must be submitted before Nov. 27 
to Deputy Administrator Harry C. Carr, 
Washington. The cities or states offering 
budgets ask from $11 up to $12,000. They 
are: 

Chicago, $1,895; New York Metropoli- 
tan Area, $12,000; Minneapolis, Minn., 
$300; State of Vermont, $150; San Fran- 
cisco, $2,000; Milwaukee, Wis., $400; 
Evansville, Ind., $107.50; Kansas City, 
Mo., $420; Buffalo, N. Y., $700; Boston, 
‘Mass., $500; Appleton, Wis., $11; De- 
catur, Ill., $37.50; Nashville, Tenn., 
$170; San Antonio, Tex., $150; Rich- 
mond, Va., $115; District of Columbia, 
Washington, $300; Scranton, Pa., $250; 
Portland, Ore., $300; St. Paul, Minn., 
$150; Gloversville, N. Y., $65; Cincin- 
nati, O., $300; Providence, R. I., $150; 
King and Kitsap Counties, Washington, 
$550. 

A number of the local code authorities 
made no budgets nor asked any appro- 
priations as they took care of their local 
expenses themselves. 











xen 


is reviving the sale 
of good earrings 





LOXON—that new pierce- 
less earring attachment is 
bringing back to the jeweler 
the sale of expensive ear- 
rings... 


BECAUSE 
it is equipped with a 
new patented feature 
that 
@ HOLDS SECURELY 


(Yet never pinches the ear) 


@ ASSURES GREAT 
COMFORT 


(but insures against slipping off) 
& 


LOXON makes patrons inter- 
ested in worthwhile earrings in- 
stead of the 5 & 10c store 
products. 

& 


LOXON is the only real improve- 
ment in earring manufacture in 
25 years. 

& 


Lampl presents a selection of smart 
earrings equipped with LOXON. 
Or individual LOXON parts are 
offered for manufacture or repairs 
in Platinum, Gold (all colors) and 


in Silver. 


Cy 
Walter Lampl 


CREATORS OF THE UNUSUAL—AS USUAL 


PRECIOUS STONE JEWELRY 
20 West 47th Street, New York 














F.T.C. Asks Court to Enforce Its 
Order Regulating Use of “Indian” 
on “Indian Made” Jewelry 
and Silverware 


WasuHincTon, D. C., Nov. 21—The 
Federal Trade Commission, Nov. 1, 
filed with the Circuit Court of Appeals 
for the Tenth Circuit (Denver, Colo.) 
an application for the enforcement of its 
order to cease and desist issued Aug. 21, 
1933, against the Maisel Trading Post, 
Inc., at Albuquerque, N. M. 

According to the Commission’s order, 
the respondent is directed to cease selling 
its silver jewelry, partly made by ma- 
chinery, as “Indian” or “Indian made.” 
Among the products so sold were brace- 
lets, rings and concha belts. 

According to the order, the company, 
in case it chooses to use the words “In- 
dian” or “Indian Made” in its advertis- 
ing, with or without addition of the word 
“jewelry” or of the words “bracelet,” 
“ring,” or “concha belt,” is to designate 
either that the jewelry had been rolled 
or pressed or partly ornamented by ma- 
chine or, as the case may be, that there 
has been used in its production a com- 
bination of rolling, pressing, or partial 
ornamentation by machine. 

It is provided, however, that the order 
does not apply where hand tools or non- 
mechanical equipment are employed in 
production, or where bufing wheels are 
used for polishing fully fashioned pieces 
of jewelry. 





NRA Order Permits Watch Assem- 
blers to Operate Under Wholesale 
Jewelry Code Terms for 60 
Day Period 


WasHINGTON, D. C., Nov. 1—The 
National Industrial Recovery Board, it 
was announced today, has stayed for a 
60-day period the maximum terms of 
sale provision in the assembled watch 
industry. 

The action was taken to relieve mem- 
bers of the industry who claimed they 
are placed at a disadvantage because 
many competitive firms are subject to the 
code for the wholesale jewelry trade and 
are able to offer more favorable credit 
terms. 

The order just announced provides that 
during the stay members of the assembled 
watch industry must adhere to  pro- 
visions in the wholesale jewelry code 
covering maximum cash discount and 
maximum credit periods. 





Herbert Ollendorf, Chairman of the Code 
Authority for the Watch Assemblers In- 
dustry, explained to THE JEWELERS’ 
CIRCULAR that the stay had been granted 
to the assemblers to enable them to com- 
pete on a fair basis with watch dealers 
subject to the provisions of the whole- 
sale jewelry code. The “competitive 
firms” spoken of above in the despatch 
from Washington, he pointed out, are 
firms dealing in watches who are 
governed by the Wholesale Jewelry Code. 
The term of 60 days, he said, parallels 
the period in which wholesale jewelers 
are permitted terms specially provided 
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for business done in the holiday peak 
period, by paragraph c of Section 2, 
Article IV, of the wholesale jewerly code. 





Charge of False Marking Heard by 
Magistrates Court 

In the Commercial Frauds Division of 
the Magistrate’s Court, Magistrate Am- 
ringe held for trial Jack Sterling, a 
jeweler, to answer a charge of false 
marking. Sterling had been summoned by 
Thomas Morgan, sealer of weights and 
measures in the Department of Public 
Markets, who claimed he had bought from 
the defendant a piece of jewelry marked 
“14K” which, according to the United 
States Assay Office, showed a quality of 
12.492K. 

Magistrate Amringe paroled Sterling on 
the latter’s promise to appear in the Court 
of Special Sessions to answer the charge. 
Five other manufacturers whom Sealer 
Morgan had summoned to answer 
charges of false marking, were also in 
court. At their request their hearings 
were adjourned until December 4. 





New York Dealers Arrested on 
Smuggling Charge 

Customs officials on Oct. 24 arrested 
Aaron Eli Travitsky, diamond dealer, 93 
Nassau St., as he disembarked from the 
French liner Champlain, and accused him 
with attempting to bring illegally into 
this country Swiss watch movements of a 
domestic value of approximately $29,000 
and diamonds worth $6,000. Max Lang, 
an election clerk, who, it is said, met Tra- 
vitsky at the boat, was also arrested on 
the same charge—conspiring to violate the 
tariff act of 1930. 

The two men were arraigned before 
United States Commissioner Garrett W. 
Cotter on Oct. 25. Travitsky was released 
in $5,000 bail, and Lang in $1,000 bail, 
pending action of the Federal Grand Jury. 

According to customs inspectors, Tra- 
vitsky is alleged to have carried the move- 
ments in a suitcase, covered over by a few 
articles of clothing. The diamonds, they 
claimed, he concealed in the cuffs of his 
overcoat and trousers. 

Lang protested that he knew nothing of 
the watch movements or the diamonds, 
and that he met Lavitsky only because the 
latter’s wife was ill and unable to come 
to the pier. 


William Urbansky 


SALissurY, N. C., Nov. 13.—William 
Urbansky, 67, well-known business man of 
Salisbury since 1908, died this afternoon 
shortly before 3 o’clock at his home, 329 
S. Main St., after being in ill health for 
the past several months. 

Mr. Urbansky leaves, in addition to his 
widow, one daughter, Miss Lucille Urban- 
sky, a kindergarten teacher here; and two 
sons, Gordon Urban and William Urban- 
sky, Jr.,. who have been associated with 
their father in the conduct of his business 
for some years. One granddaughter also 
survives. 








J. R. Rutkay, established in the jewelry 
business in Flushing, L. I., since 1915, is 
now located in new quarters at 136-26 
Roosevelt Ave., that city. 
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“Gotham” too Close to “Gorham” to 
Permit Registration of Trade Mark 
for Clocks and Watches 


WASHINGTON, D. C., Nov. 10.—The 
United States Patent Office has decided 
that Gotham Shock-Bilt, Inc., of New 
York City, is not entitled to register the 
notation “Gotham Shock-Bilt” as a trade 
mark for clocks and watches in view of 
the prior use by the Gorham Mfg. Co., of 
Providence, R. I., using the notation 
“Gorham” as its trademark on the same 
products. 

In this case the Examiner of Interfer- 
ences of the Patent Office held that the 
Gotham firm could not use this trademark 
and that firm then appealed. Richard 
Spencer, First Assistant Commissioner of 
Patents, heard the appeal and he now 
finds that the opinion of the Examiner 
was correct. 

The Commissioner in his decision 
states that it was contended by the Goth- 
am company that the Gorham company 
has made only slight use of the notation 
“Gorham” on clocks and watches. 

“This contention, however,” says the 
Commissioner, “is of no significance since 
the statute prohibiting registration of any 
mark confusingly similar to that owned 
and used by another does not require a 
specific amount of use in order to pre- 
vent registration. Limited, bona fide, use 
is as competent as a wide, extensive use.” 

The Commissioner found that the 
words “Shock-Bilt” are surplusage. In 
the case of the words “Gotham” and 
“Gorham” the Commissioner says that 
“in the use of these marks on the goods 
in question, namely, clocks and watches, 
the name is applied in small letters and 
to a casual purchaser it would be almost 
impossible to distinguish between the two. 
When so printed they would in appear- 
ance be so nearly the same that confu- 
sion, I believe, would be certain to result 
from the concurrent use of both marks 
on the same goods. Furthermore, in 
sound they are very much alike. The 
decision of the Examiner of Trade Marks 
is affirmed.” 


Activity of the United Horological 
Association of America, Inc. 


DeENveER, CoLo., Nov. 10.—In his report 
on the activity of the United Horological 
Association of America O. R. Hagans of 
this city, the national executive secretary, 
says: 

“The national association is perfecting 
their plans for the coming national con- 
vention, which will be held the early part 
of 1935. 

“It is hoped at this time every State in 
the Union will be prepared to send a 
representative to the national convention, 
whether the State is affiliated or not. 
Support is coming from organizations and 
State bodies that were previously opposed, 
owing to the fact that many of the States 
believed this was a labor organization. 
They have now definitely found out that 
the United Horological Association of 
America is not and cannot become a 
Union, and that their one desire is to 
cooperate with watchmakers whether 
members or not. 
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“The membership at large is growing 
continually. New organizations are being 
formed in various sections of the United 
States through the help and guidance of 
the national body. The executive com- 
mittee and officers of this association hope 
to have the opportunity at their coming 
convention, to place their plans not only 
before the watchmakers but also the 
jewelers, and be able to show the industry 
that this association is built for progress, 
and to benefit every watchmaker and 
jeweler in the trade, large and small. 

“State and Guild organizaions are in- 
vited to get in touch with the executive 
secretary regarding the coming conven- 
tion, in order to secure detailed informa- 
tion as to how this will be handled. 
Address Orville R. Hagans, 3226 E. Col- 
fax Ave., Denver, Colo.” 


Convention of Master Watchmakers 
Association of Colorado 


DENVER, CoLo., Nov. 12.—The Master 
Watchmakers Association of Colorado, 
Inc., held a convention here Nov. 11, 
which was, as usual, a success and well 
attended. The banquet was enjoyed by 
all and was also well attended. The 
results of the business session were broad- 
cast over the radio as soon as the busi- 
ness session adjourned in order to notify 
all members who were not present. 

The newly-elected officers for the en- 
suing year are as follows: Wolf C. Han- 
sen, president, formerly director of Den- 
ver Guild; Walter M. Bloxham, vice 
president, former director of the Denver 
Guild; O. R. Hagans, secretary and or- 
ganizer (reelected); A. E. Beebe, treas- 
urer (reelected). The outcome of the 
election seemed to please the entire mem- 
bership, and there was the expression 
among all that there will be more accom- 
plished the ensuing year than during the 
past. 

The Legislative Committee was em- 
powered to complete the drafting of the 
state bill and that their action and de- 
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cision shall be approved. They shall 
have power to take such measures as they 
deem necessary along these lines. 

There was a request from non-mem- 
bers that the organizer be sent to their 
section of the state in order to organize 
additional Guilds. The watchmakers in 
these sections are anxiously awaiting the 
arrival of the organizer. 


Partial Hours Exemption Granted 
Low-Price Jewelry Manufacturers 


WasuincTon, D. C., Nov. 7.—Thirteen 
manufacturers of “syndicate” jewelry, 
most of which retails at from five cents to 
one dollar, have been granted partial ex- 
emption from the hours provisions of the 
code for the medium and _ low-priced 
jewelry manufacturing industry to enable 
them to fill peak season orders. 

The exemption is effective until Novem- 
ber 22, unless extended by the National 
Industrial Recovery Board. It permits 
skilled employees in specified departments 
to work not more than 54 hours per week, 
provided they are paid at least time and 
one-third for all time over the code’s basic 
maximum of 40 hours per week. 

The concerns are: T. & R. Jewelry Co.; 
Cohn & Rosenberger Co.; Ostby & Barton 
Co.; Clover Bead & Novelty Co.; Armbrust 
Chain Co., and Hedison Jewelry Co., all 
of Providence, R. I.; Evans Case Co., 
North Attleboro, Mass.; J. and L. Tool 
Co., Fillkwik Co., Bliss Bros. Co., and 
McRae & Keeler, of Attleboro, Mass.; 
Plainville Stock Co. and Whiting & Davis 
Co., Plainville, Mass. 


S. W. Hora, who formerly owned and 
operated the Central Jewelry Mfg. Co. of 
St. Louis, has taken over the F. W. Potter 
Manufacturing Jewelry Company, 516 Ex- 
change Bldg., Memphis, Tenn. Mr. Hora 
has always specialized in fine jewelry re- 
pairing, diamond setting and platinum 
work. The business will continue under 
the name of F. W. Potter for the present. 











New home of Fink’s, jewelers at 212 S. Jefferson St., Roanoke, Va. 
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Diamond Baguette Watches 


De FreceE WaTCcH Co., INC. 


48 West 48th St., New York 








EXPERT REPAIRS 
SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY 27.£.:2t" s*- 











HAIRSPRINGS 


AMERICAN & SWISS 
HAIRSPRINGS VIBRATED 
6” to 18 8, FLAT........ $ .75 
6” to 18 s. BREGUET. . .$1.25 


SWISS HAIRSPRING SERVICE, Inc. 
116, Nassau Street, New York City 





Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Werk Carefully and Promptly Filled 


Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop sameday received 


U. $. Watch Dial Mfg. Corp. $4;$6 Nassan 











WATCH STRAPS 


We are now supplying quality leather watch 
etraps at low prices to the largest jobbers, 
distributors and watch manufacturers. 

Order from us pow and profit by our experi- 
ence. Retailers order thru jobbers. 


WESTERMAN MFG. CO. 
136-140 W. 21st St., New York, N. Y. 








Learn 
JEWELRY DESIGNING 


Thru Correspondence Course 
Conducted by Well-Known Authority 
For Retailers—Salesmen—Manufacturers 


Cc. A. JAKOBB 
37 W. 47TH ST. NEW YORK 


D | A LS WATCH 
AND CLOCK 
REFINISHED LIKE NEW 
HIGH GRADE EUROPEAN METHOD 
24 Heur Service 


Write for Price List 


ROVAL DIAL & REP 10eeseINe co. 
(16 Nassaw St., New York, N 


























| | 
CHINESE GEMS Co, 


JADE INC. 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 














NEW YORK: 


Jewelry News of the Metropolitan District 


* Alfred La Frantz, dealer in  semi- 
precious and imitation stones, has taken 
quarters in the store of Pesselnik & 
Cohen, at 11 Eldridge St. 


J. Rosenberg, clock repairer to the 
trade, specializing in the servicing of 
electric clocks, has removed to new 
quarters in Room 205, 83 Canal St., after 
being at 117 E. 97th St. for the past 20 
years. 


The Wm. V. Schmidt Co., Inc., 22 W. 
48th St., has announced the acquisition of 
the entire stock of doublets, crystallines, 
and numerous other items of Albert Lorsch 
& Co., Inc., which concern has been in 
liquidation during the past several months. 


Jacques LeRoy, retail jeweler at 1056 
Third Ave., has recently remodeled his 
store, putting in a new store front and 
entirely redecorating the premises. The 
shop is now much larger and attractively 
done over in a gray-color scheme. 


Robert Sherman, convicted of failing 
to return diamonds worth $725 taken on 
memorandum from the Swiss Calibre 
Stone Co., 7. W. 45th St., was sentenced 
recently by Judge Bohan in General 
Sessions to an indeterminate sentence in 
the penitentiary. Sherman, who was in- 
dicted in March, 1933, was apprehended 
in Ohio in September of this year and 
brought to New York for trial. 


The Clock Manufacturers Association 
of America, at a recent meeting’ of its 
directors in this city, passed a resolution 
extending to the Western Clock Co. of 
La Salle, Ill., its sincere congratulations on 
establishing an unusual record for safety 
in its operation. This company had oper- 
ated almost three years (or in excess of 
9,166,635 consecutive man hours) without 
a lost time accident. The record was the 
most enviable and unique one and accord- 
ing to the Clock Manufacturers Asso- 
ciation establishes a goal toward which 
all industry should strive. 


In a suit brought by the Baer & 
Wilde Co., Attleboro, Mass., against 
Philip Figarsky of 130 Hester Street, New 
York, in the U. S. Federal Court for New 
York, for infringement of Patent No. 1,- 
865,995, a consent decree was entered 
permanently enjoining Figarsky from fur- 
ther infringement of said patent and from 
selling any chain of a size or type, which 
can be connected to a tie clip in order 
to produce a device of the general type 
of the Swank cravat chain. Previously a 
restraining order was granted against 
Figarsky pending injunction proceedings. 


Lucius Pitkin, Inc., 47 Fulton St., an- 
nounced last month that E. P. Polushkin 
has joined the concern’s staff as asso- 
ciate metallurgist with particular refer- 
ence to research and developments. Mr. 
Polushkin was formerly instructor in 
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metallography at the School of Mines, 
Columbia University, and lecturer on 
dental metallurgy at the School of Den- 
tistry. 


S. Nathan & Co., Inc., dealers in pre- 
cious, semi-precious, and imitation stones, 
71-73 Nassau St., have announced the pur- 
chase of the entire remaining stock of 
Albert Lorsch & Co., Inc., formerly one of 
the largest firms in this business, and 
which has been in process of liquidation 
during the past several months. Maurice 
Nathan, president, said that he and his 
brother, Leopold, are contemplating tak- 
ing larger quarters in order to accommo- 
date their larger stock. 


Nathan J. Stern of Stern Bros. & Co., 
chairman of the Jewelry and Silverware 
Auxiliary of the United Hospital Fund, 
is making a special appeal to the trade 
this year in view of the seriousness of the 
situation which the voluntary hospitals are 
facing, and has expressed the hope that 
at this time jewelers will be particularly 
generous in their contributions. The 56 
hospitals affiliated with the fund cared 
for more than 54,000 ward patients en- 
tirely free last year. These institutions 
received contributions last year which cov- 
ered 53 per cent of their cost of operation. 
Last year the jewelry group gave $1,895 
to the fund. 


A dinner meeting of the Jewelry Crafts 
Association membership took place at the 
Taft Hotel on Oct. 25, 1934, at 6.30 p. m. 
The meeting was attended by 95 jewel- 
ers. Immediately after dinner, the meet- 
ing was called to order by Benjamin S. 
Katz, president. Mr. Katz, in his short 
address of welcome, informed the mem- 
bers that the purpose of this meeting 
was an informal get together for open 
discussion on present-day problems con- 
fronting the jewelry industry. Following 
the roll call by Miss Berk, secretary, the 
meeting was thrown open for discussion 
on the problems outlined for the meeting. 
The meeting was considered a very sat- 
isfactory one by all present. 


The Horological Society of New York 
is completing its plans to certify members 
of the organization. At the meeting held 
Nov. 6 at 150 W. 85th St., it was an- 
nounced that all members who have 
joined the society since October, 1934, 
will be required to take an examination 
in order to receive a certificate. Mem- 
bers must be in good standing to be cer- 
tified. These certificates pledge the mem- 
ber to honesty and a high standard of 
workmanship, and the certificates may be 
suspended if upon investigation it is 
found that a member is not living up to 
its provisions or to the rules and regula- 
tions of the society. At this meeting the 
society’s charter of incorporation, recently 
issued in Albany, was presented to the 

(Turn to page 61) 


THE JEWELERS’ CIRCULAR. 
for December, 1934 




















New York Notes 
(From page 60) 


members by its attorney, A. L. Lazarus. 
Mention was made of the technical school 
or “club” which meets every Friday at 
8.30 p. m. This school offers free tech- 
nical training to all members of the 
society. 

Dr. Harvey Ohan and Harry Mark- 
arian, arrested on Oct. 18 and charged 
with forgery of trademarked watch dials, 
were held for Special Sessions after a 
hearing in the Fourth District Magis- 
trate’s Court by Magistrate Leonard 
McGee, on Nov. 14. These men are 
accused of having operated a watch dial 
manufacturing plant at 43 Lexington 
Ave., said to have produced as many as 
2,500,000 dials spuriously stamped with 
the names, Elgin, Waltham, Hamilton, 
Bulova, and others. During the hearing 
the court room was crowded with repre- 
sentatives of the various watch manu- 
facturers. Ohan and Markarian were 
each released in $1000 bail, pending 
trial. Both have pleaded not guilty. 

The French liner, Champlain, which 
sailed from New York Nov. 17, carried 
to the diamond markets of Amsterdam 
and Antwerp several of the important 
importers of this city. Walter Kahn, 
head of L. & M. Kahn & Co., cutters 
and importers, 608 Fifth Ave., although 
but recently returned from a buying trip 
to the diamond centers, is going there 
again as a result of the successful sale 
ot the considerable quantities of stock 
which he purchased at that time. Henry 
Miller, of Miller & Veit, 48 W. 48th St., 
also sailed on the Champlain, as did 
Herbert V. Oppenheim, of Hugo Oppen- 
heim & Co., 20 W. 47th St. Henri Van 
Dam, of Eduard Van Dam, Ine., 475 
Fifth Ave., was also a passenger. Carl 
Ornstein, member of this firm, returned 
recently from a four weeks’ visit to its 
Amsterdam and Antwerp cutting fac- 
tories. 

Members of the Brooklyn Retail Jewel- 
ers’ Association at their regular meeting 
on Nov. 8 in the Johnson Building, draft- 
ed a resolution which will be presented 
to the Board of Aldermen of New York 
City, requesting that the city ordinance 
covering licenses for second-hand dealers 
be amended as regards purchase of old 
gold. The resolution suggests that li- 
censes be granted only to stores which 
have been in business for one year, and 
that character references be required of 
the applicants. President Peters pointed 
out that such a provision would do much 
to eliminate the “racketeers” in the old 
gold buying business and would direct 
more volume to the legitimate jewelry 
store. The date for the Brooklyn asso- 
cration’s annual banquet and ball was 
definitely set for the first Sunday in 
March, the 3rd; the place will be the 
Hotel St. George. Tickets are $3.50 and 
may be obtained from Robert Lipton, 7701 
Fifth Avenue, chairman of the arrange- 
ments committee. 

More than 75 persons attended the reg- 
ular monthly meeting of the Bronx Re- 
tail Jewelers’ Association held Nov. 13 
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in the Bronx Castle Hall, 149th Street and 
the Grand Concourse. The gathering 
was swelled by the presence of ladies 
who came to participate in the celebra- 
tion of the 30th wedding anniversary of 
S.mon Ferkin, which took place follow- 
ing the meeting. Mr. Ferkin has long 
been a member of the Bronx association. 
The meeting was devoted to a discus- 
sion of the effects of controlled distribu- 
tion on retail jewelers. While admitting 
that generally, the principle of controlled 
distr.bution is good, some of the mem- 
bers felt that it had introduced a difh- 
culty in that cash jewelers are unable 
to compete on a price basis with install- 
ment jewelers who make little or no car- 
rying charge for terms. Members re- 
ported also that competition is extremely 
keen in fiatware, and that some Bronx 
merchants are still cutting prices on na- 
tionally advertised patterns. It was 
pointed out that retailers who maintain 
prices must protect themselves by report- 
ing to the wholesalers of these lines any 
instance of price cutting which comes 
to their attention. The annual banquet 
of the Bronx association is planned for 
some time in February. William Schnei- 
derman was appointed by President Kor- 
sunskv as chairman of the arrangements 
committee. 


An appeal to retail and wholesale mer- 
chants and manufacturers in all lines has 
been made by “Thrift House,” 9 W. 
57th St., a permanent rummage sale. for 
the benefit of the Federation for the Sup- 
port of Jewish Philanthropic Societies, 
for all sorts of merchandise with which 
to replenish the stocks of the sale. The 
need for goods—outdated, damaged, or 
otherwise unsalable merchandise no 
longer of any value to its owners—was 
announced by Mrs. Julius Ochs Adler, 
head of the volunter women's organiza- 
tion operating Thrift House. In _ her 
appeal to members of the trade divisions 
of the Federation Business Men’s Council, 
of which Ira Gulden, Bulova Watch Co., 
is chairman of the Jewelry Division, she 
said that “Things which manufacturers, 
jobbers and retailers would think almost 
hopelessly unsalable or not worth bother- 
ing with, we can put on sale at a price 
to insure they will soon be picked up by 
someone glad to get such a_ bargain. 
Our average unit sale was formerly about 
25 cents. Now it is somewhat higher, 
and we have plans for better merchan- 
dising which should raise it still further.” 
Costume jewelry was among the lines 
mentioned as desired by Thrift House. 
All contributions will be collected by 
truck. Call Plaza 3-9133 or write Thrift 
House. 


The thirteenth exhibition of Contem- 
porary American Industrial Art now be- 
ing held at the Metropolitan Museum, to 
continue until Jan. 6, 1935, offers to the 
view of all those interested in modern de- 
sign in the home-furnishing fields the work 
of 237 manufacturers and designers rep- 
resentative of all industrial parts of the 
United States from Maine to California. 
The exhibition is presented as a number 
of room schemes planned by a group of 
architects and designers which constituted 

(Turn to page 62) 
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WHERE TO BUY | 


REPAIRING 


JEWELRY — SILVERWARE 


SOLKY BROS.., Inc. 


142 Fulton St., New York 











SOLE DISTRIBUTORS 


CHRONOMETER CYMA 


INTERNATIONALLY FAMOUS 


WATCHES — CLOCKS 
NORMAN M. MORRIS 


Incorporated 


542 Fifth Ave., New York 

















USE 
DIAMOND 
SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 
CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 























‘ORIENTA’ 


COLTURED PEARLS 








The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 





Gems of bascitnation 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 




















SEND FoR Our Bic CatTALoc! 


TABLE 
BELL 
Chromium 

' Finish 
ees : y 41,” high 
fis . No. 1143 





Prepared to Fill Emergency Orders at 
$9.00 per dozen 


The BrapLtey & Hussarp Merc. Co. 
MERIDEN, CONN. 














USE OUR STH AVE. ADDRESS 


Secure prestige by making our offices your personal 
or business (New York) address. We represent 
you, receive mail, telegrams, telephone messages 
and you call, or we reforward to you (daily). 


$2.00 Monthly 


NEW YORK MAIL SERVICE ss cést. 1919) 
210 Fifth Ave., or 15 Park Row, N. Y. 








SHIP YOUR 
SWEEPS and POLISHINGS 


FILINGS, OLD ACID, WASHINGS 
TO US FOR PROMPT RETURNS 


GOLD—SILVER 
PLATINUM 
BOUGHT & SOLD 


JEROME REFINING CO. 
| E. FORDHAM RD., BRONX, N. Y. 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$5.00 














Same in 17-Jewel 
$6.00 


Same in i2 size, 7-Jewel ....006 $4.00 
with a beautiful } Le eS eee 5.00 
Fancy Silver Dial IF=FOWE oc secce 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Write for eur New 1984 Circuler 


PAUL ROSENBERG 


Sucesssor te Lew & Rosenberg 
5 South Wabash Avenue, Chicago 
eo RCE RC 








New York Notes 
(From page 6) 


the Museum’s Cooperating Committee. 
The manufacturers were invited by the 
Museum to collaborate by producing and 
installing the more than 1000 objects in 
the exhibition. All entries are on display 
for the first time, and all are of American 
design and manufacture. From the pro- 
duction point of view, the exhibits illus- 
trate the various degrees of quantity manu- 
facture, one of its purposes being to 
show that it is possible for there to be 
large-scale production without loss of 
craftsmanship standards. The project was 
planned and executed under the guidance 
and supervision of Richard F. Bach, Di- 
rector of Industrial Relations of the Mu- 
seum. Among the manufacturers repre- 
sented in the exhibition, whose products 
are distributed and used by the jewelry 
store, are the following: International 
Silver Co., Poole Silver Co., Chase Brass 
& Copper Co., Lenox, Inc., Sebring Pottery 
Co., Limoges China Co., Gladding Mc- 
Bean Co., Libbey Glass Mfg. Co., A. H. 
Heisey Glass Co., T. G. Hawkes & Co., 
Corning Glass Works, Herman Miller 
Clock Co., Warren Telechron Co., Bradley 
Hubbard Co., and the Pittsburgh Plate 
Glass Co. 

Nathan Kahan, salesman for Alexander 
Sabin & Sons, Inc., 20 E. Broadway, was 
held up at noon Nov. 5 while driving in 
Brooklyn, at Myrtle Ave. and Prince St., 
by two bandits who climbed into the car 
and forced him at point of pistol to drive 
to Washington Ave. and Carroll St. There 
they relieved him of three sample cases 
containing about $3000 in jewelry and 
watches and drove off. The abandoned 
car was found later in the day but police 
were unable to trace the bandits. 

Infringement proceedings have been in- 
stituted in the United States «District 
Court of Philadelphia, Pa. by H. H. 
Welch of 206 Broadway, New York, 
patentee and manufacturer of the “float- 
ing opal,’ against a dealer who has 
recently begun the manufacture and sale 
of an imitation “floating opal”. It is 
claimed that the defendant infringes on 
three of the four patents issued to Welch 
on the construction of this opal and also 
that the trademark “Floating Opal’ is 
also unlawfully used. 

Morris Silberstein, traveling representa- 
tive for Simon Fuchs & Co., diamond 
dealers, 10 W. 47th St., is still suffering 
from the ill effects of an attack made 
upon him at midday on Oct. 26 in Chicago, 
when he was beaten almost to unconscious- 
ness by four bandits and kidnaped and 
robbed of diamonds worth $45,000 and 
$350 cash. The injuries included a frac- 
tured skull and two fractured ribs, for 
which he was treated five days in the 
Henrotin Hospital, Chicago, before re- 
turning to New York. His assailants 
drove up beside him on Huron St. and 
after striking him repeatedly with pistol 
butts, they threw him into their machine. 
During the ride to Fairbanks court, where 
the thugs ejected the jeweler, they took 
the diamonds from an inner vest he wore. 
The injured man was taken to the hospital 
by a passerby. 

At a meeting called by Robert H. Ship- 
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ley, President of the American Gem So- 
ciety, at the Hotel Astor, Nov. 20, a 
committee of eight men was chosen to 
make plans for the formal organization 
of a chapter in New York City of the 
Society. The organization committee for 
the New York Chapter is comprised of 
men engaged in various branches of the 
jewelry industry, and includes the follow- 
ing: Chairman, Kenneth I. Van Cott 
(Marcus & Co.) ; Ralph La Ware; George 
J. Engle (Udall & Ballou, Inc.) ; Richard 
H. Van Esselstyn (Mirabeau Towns) ; 
F. C. Osmers, Jr. (Frank C. Osmers Co., 
Inc.); F. L. Spies (Handy & Harman, 
Inc.) ; Leopold Nathan (S. Nathan & Co.,, 
Inc.) ; Charles T. Evans (A.N.R.J.A.). A 
general organization meeting at which 
some leading gem authority will be in- 
vited to speak is planned for late in Jan- 
uary or the first part of February. 

Joseph B. Cooper & Son, for 40 years in 
the refining business in New York, in Octo- 
ber of this year acquired the six-story 
building at 26 John Street, and is now 
occupying modern and greatly enlarged 
quarters at that address. The store is de- 
signed along the lines of a bank, with fix- 
tures of solid walnut. The concern’s 
former location, in 15 John Street, will be 
continued for a time as the assay and test- 
ing laboratories. The refining plant is in 
Brooklyn. Irving Cooper, junior partner 
of the firm, said that although the amount 
of gold bought from each seller has dimin- 
ished somewhat, still, there has been no 
lessening in the number of dealers who 
send in old metal from every part of the 
United States. He pointed out that this 
diminution in volume does not necessarily 
mean that the country’s supply of old gold 
is nearing exhaustion, but, on the other 
hand, might very well indicate that the 
interest that was aroused in gold earlier 
in the year through publicity given the 
government’s monetary policy, has now 
diminished. He suggested that further 
stimulation and promotion might reveal 
substantial quantities of the metal still to 
be purchased by dealers. The proportion 
of gold bought during the last six months 
of this year, he estimated, will come to ap- 
proximately half the volume of from Jan- 
uary to June. 


Jewelers 24 Karat Club Decides to 
Hold a Banquet 


The Jewelers 24 Karat Club of New 
York has decided to have a regular ban- 
quet early next year, probably about the 
middle of January. Action to this effect 
was taken at the monthly meeting of the 
club held at its rooms, 609 Fifth Ave., 
Nov. 21. 

G. H. Niemeyer was appointed by 
President Mehrlust as chairman and the 
other members will be selected at once. 

It is expected that the banquet will be 
held down to a much smaller attendance 
than were those in the past, but in all 
its characteristics it will be worthy of the 
24 Karat Club tradition. 

Full information as to the banquet will 
be sent to the members at once, who will 
be requested to make arrangements for 
their invitations by the middle of this 
month. 
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PROVIDENCE: 


Happenings in the New England Territory 


A final decree has been entered in 
Superior Court by Judge Hugh B. Baker, 
dissolving, upon petition of Edmund T. 
Sommer, the J. J. Sommer Co. 

William G. Lind, president and trea- 
surer of the T. W. Lind Co., was reelect- 
ed councilman from the First Ward of 
Cranston in the recent election. 

Samuel M. Magid, treasurer of the 
Brier Mfg. Co. and of the Nemo Co., has 
been reelected president of the Jewish 
Home for the Aged of Rhode Island. 

The trade certificate of Wilson’s Jewel- 
ry Mart, 218 Main St., has been filed at 
the Pawtucket city clerk’s office. Owen 
Cohen, 37 Broad St., is given as owner. 

The General Plate Co. has commenced 
the erection of an addition to its plant 
on Forest St., Attleboro. It will be of 
modern type, of steel and brick, 50 by 
80 ft. 

Fred B. Thurber of Tilden-Thurber 
Corp. of this city has been appointed 
chairman of the regional committee to 
organize a branch of the American Gem 
Society in New England. 

James Maguire, 41 years of age, en- 
gaged in the manufacturing jewelry busi- 
ness at North Attleboro, died Nov. 19 at 
the Sturdy Memorial Hospital following 
an operation for appendicitis. His mother 
and sister survive him. 

The store of Genaro DiOrio, 692 West- 
minster St., was broken into by removing 
a screen from a rear window on the 
night of Nov. 7. A number of Masonic 
rings, pearl necklaces and watches valued 
at nearly $200 were stolen. 

Benjamin Bazelon, Augustus Bazelon 
and D. Donnelly are the incorporators of 
the B. B. Jewelry Co., Inc., that has just 
received a Rhode Island charter to con- 
duct a manufacturing jewelry business 
at Providence. The authorized capital 
stock consists of 100 shares of common 
stock of no par value. 

The Metal Finding Manufacturers As- 
sociation held its monthly meeting at Nar- 
ragansett Hotel, Nov. 7, where a lunch- 
eon was served. The business session 
was conducted by President Frederick A. 
Ballou, Jr., during which reports of com- 
mittees were presented and matters per- 
taining to conditions in the industry were 
discussed. 

A plan is being worked out for simplify- 
ing the regulation of the National Recov- 
ery Act in this area, by combining its 
multiple local code groups in order to 
save time and expense. At a recent meet- 
ing of 75 code representatives a resolution 
was adopted unanimously to have a com- 
mittee of 15 code officials appointed to 
draft a report on how this best can be 
accomplished. William H. Blake, associ- 
ate secretary of the New England Manu- 
facturing Jewelers & Silversmiths’ Asso- 
ciation and assistant secretary of the na- 
tional code authority for the medium and 
low-priced jewelry industry, declared 
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at this meeting that business men are with 
the NRA in principle but that they dislike 
the red tape and loss of time incident to 
obtaining action. State NRA _ Director 
LeRoy King has announced the personnel 
of the authorized committee, which is in- 
structed to draft recommendations as to 
how code costs can be lowered, multiple 
assessments eliminated, time saved in ad- 
judication and local code administration 
made more effective. William H. Blake 
was named to represent the medium and 
low-priced jewelry. 





New Directors of Jewelers Board of 
Trade 


ProvIDENCE, R. I., Nov. 19.—At recent 
meetings of the directors of the Jewelers 
Board of Trade the following were elected 
to the directorate: Jared E. Allen of 
Oneida Community, Ltd., Oneida, N. Y.; 
John M. Biggins of Elgin National Watch 
Co., Elgin, Ill. 

At the November meeting of the di- 
rectors President Edwin H. Cummings ap- 
pointed the following committee to make 
nominations for ten directors to be elected 
at the annual meeting of the corporation 
which will occur on Jan. 25, 1935: Edgar 
E. Baker of W. R. Cobb Co., chairman; 
Howard L. Carpenter of the Albert 
Walker Co.; Sigmund Cohn of New York, 
N. Y.; Frederick B. White of J. J. White 
Mfg. Co.; Raymond Wells of Wells Co. 





Martin P. Feeney 


PROVIDENCE, R. I., Nov. 5.—The funeral 
of Martin P. Feeney, for several years a 
salesman for James H. O’Neil & Co., 
manufacturers of emblems at 185 Eddy 
St., was held yesterday and was largely 
attended. He was born in this city, Aug. 
2, 1857, and served as a member of the 
Providence Fire Department for 10 years 
previous to joining the Providence Police 
Force on Jan. 27, 1891. 

He was retired in 1921 after 30 years’ 
service. From his wide acquaintance 
with firemen’s and police organizations 
he entered the employ of the O’Neil com- 
pany, making a specialty of furnishing 
badges, medals and emblems for these 
organizations, handling orders’ from 
Maine to California. He is survived by 
two sons and a daughter. 





Platinum Market 


Platinum prices, as of Nov. 22, were officially 


quoted as: 
ORE ined chvieaenawaeneaaeceeeueewewe $35.00 
Containing 5% Iridium ............ee00. 36.00 
Containing 10% Iridium .............. 37.00 
DMN «66s cuahees cbneenkeewunee cake 60.00 
POM 6 oo cack vic cee Heceedn oe cy ae 
Prices of Silver Bars 
U.S. 
Government New 
London Assay Sell- York 
Date ) ficial ing Price Official 
Nov. 1 23% 55% 53 
Nov. 8 23 fs 55% 53% 
Nov. 15 24% 57% 54% 
Nov. 22 245 57% 54% 
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MARSH BUCKLES 


Tie Clips and Sets 
By The Makers of 


Tongue Tyed Bracelets 


“* MARSH ‘te: 


ATTLEBORO, MASS. 












DINIES 


STERLING 


CONCORD 
Sitlversmiths 


cS CONCORD 
Sa 


Troubadour ~Sankee Clipper 








KURERA MEG. 
PALNTON, MASS. 
Valhers ¢ 
SILVERWARE BAGS AND 


approved and used bys 


(0). 


ROLES 


Leading Manutacturers and Retailers 





PARK AVE. 


ANCHESTER 





SILVER 


COMPANY 


AND 





ATTENTION PAWNBROKERS 


We pay highest CASH Prices for your 


UNREDEEMED WATCHES 


Write us before selling 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 











WHERE TO BUY 


Watcu ATTACHMENTS 











Ask Your Wholesaler for 


ESTENMADE 
WATCH STRAPS. 
All styles and materials 


KESTENMAN BROS. MFG. CO. 
Providence, R. I. 




















We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 








| Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 














THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 
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PLATINUM AND FiL 
SCRAP, PROMPT RE 


Refining of 
Precious Metals 
CLINTON REFINING cO., INC, 


NEWARK, NEW JERS 
91-3 E. Kinney Street Market £5176 
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ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 
ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








BOWMAN 
Technical School 


Courses for Success for 


Watchmakers 
Engravers, Jewelers 
Write fer free beok ‘“‘Your Future and Our Scheel.’ 


JOHN J. BOWMAN, Directer 
Bewman Bidg., Laneaster, Pa. 

















BYARD F. BROGAN 


Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street. Philadelphia 














PHILADELPHIA 


Wilson L. Yeakel, Perkasie, Pa., was re- 
elected to the State legislature on the Re- 
publican ticket. 


The firm of William Gsand, formerly 
located in 45 S. Eighth Street, are now in 
their new quarters in 27 Eighth Street. 


T. B. Bentley, watchmaker, has moved 
from his quarters in Green’s Hotel, to the 
Ben Franklin Hotel Building, 9th and 
Sansom Streets. 


Webster & Fleming, Inc., has opened a 
store in 44 W. King Street, Lancaster, Pa. 
Both members of the firm were formerly 
identified with the Kay Jewelry Co. 


Green’s Hotel, for many years a favorite 
hostelry and rendezvous for traveling 
salesmen and Philadelphians, is being de- 
molished to make way for an open air 
automobile parking space. 


Howard B. Schanely, son of the late 
Horace B. Schanely, Quakertown, Pa., has 
opened a store in Boyertown, Pa. His 
two brothers, Russell L. Schanely and J. 
Warren Schanely, conduct stores in 
Quakertown and Perkasie, respectively. 


The Association of Wholesale Jewelers 
of Philadelphia, held its regular monthly 
meeting, Nov. 16, in 505 Arch Street, Louis 
Sickles, president, presiding. Merritt 
Hurlburt, treasurer of the temporary Di- 
visional Code Authority, made his report. 


Members of the Jewelers’ Club of this 
city were welcomed by the members of 
The Yachtsmen’s Club, 239 S. Camac St., 
Nov. 29, as new guests of that club and 
to whom they were given old “Yachts- 
men’s” hospitality. The affair was hailed 
as Etiquette Night by the Yachtsmen’s 
Club, and the jewelers, their new guests, 
were royally egtertained. 


James Young, former superintendent of 
the factory of Simons Bros. Co., 269 S. 
9th Street, died Oct. 29. He was born 
Oct. 10, 1849, in Philadelphia and be- 
came an employee of thé company on 
April 15, 1865. He was active and ef- 
ficient in his work until his retirement 
about three years ago. For 50 years he 
was superintendent of the factory. He is 
survived by two sons, Bertram J. Young 
of Reading, Pa., and Norman H. Young of 
Philadelphia. Interment was in West 
Laurel Hill Cemetery. 


John Schoeller, 5503 North Fifth Street, 
passed away suddenly Nov. 12, after a 
heart attack. Mr. Schoeller was born 
Aug. 18, 1868, in Germany and came to 
the United States when he was 14 years of 
age. He settled in Philadelphia where 
he became a jeweler’s apprentice and later 
on embarked into business for himself. He 
retired in 1929 and his son, John, Jr., as- 
sumed charge of his retail store. Masonic 
funeral services were held at his late 
residence, 5752 North Fifth Street, on 
Thursday, Nov. 15, and interment was 
made in Chelten Hills Cemetery. He is 
survived by his widow and two sons. 


On Wednesday, Oct. 31, Vaughn T. 
Salter, vice-president of the Traub Mfg. 
Co., visited Philadelphia and gave an in- 
spiring sales talk to the employees of S. 
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Kind & Sons, in a series of three consecu- 
tive luncheons at the Hotel Adelphia. 
Philip Kind was so much impressed with 
some of the ideas which Mr. Salter con- 
veyed to him personally, in an earlier 
conversation, that he immediately ar- 
ranged to divide his entire sales force 
in three groups and meet with Mr. Salter, 
at the hotel, where luncheons were served 
to the successive groups, and Mr. Salter 
repeated his talk to each of these groups. 
Mr. Salter, coming to the jewelry busi- 
ness, after many years of active business 
experience in other lines, brings to it an 
entirely fresh and different point of view 
from that of the men who have spent 
their entire lives in our industry. It is 
just because of the freshness of his point 
of view that his approach to the problem 
of jewelry store salesmanship is so stimu- 
lating and helpful. 


Z IRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #iitaperpa 


PHILADELPHIA 











MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 


C °.8F a. 


MANUFACTURING JEWELERS 
SINCE 1907 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 


COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL YOUR REQUIREMENTS 


importer of 
DIAMONDS, 
PRECIOUS 
AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 


OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SW EEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from ali parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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Graduate Members of American 
Gem Society 


The following members of the trade 
have recently passed the examination 
which entitles them to use the title 
“Graduate Member American Gem So- 
ciety”: 

CALIFORNIA—Edward R. Mitchell, Ala- 
meda; James A. Newton, Long Beach; 
Paul Noack, San Bernardino; H. E. Rapp, 
Los Angeles; I. F. Roure, San Francisco; 
Floy Runyon, Los Angeles. 

ILt1nois—Jack Lund, Chicago. 

NeBRASKA—Elton T. Combs, Omaha. 

New YorK—Daniel Smith, New York 
City. 





QUALIFYING CERTIFIED GEMOLOGISTS 


The following jewelers have just 
passed their Qualifying Certified Gemolo- 
gist examination, permitting them the use 
of the title Qualifying Certified Gemolo- 
gist: 

J. W. Ware, San Diego, Calif.; Harold 
Seburn, Greensboro, N. C. 





Appeal to Stem Importation of 
Foreign Glass Products 


PITTSBURGH, Pa.— Representatives of 
the National Association of Manufactur- 
ers of Pressed and Blown Glassware and 
the American Flint Glass Workers’ 
Union, at a recent meeting in Pittsburgh, 
planned to appeal to the United States 
Government to stem the importation of 
foreign glass products. E. J. Barry, pres- 
ident of the manufacturers’ group, claims 
that the influx of foreign wares has 
jeopardized jobs of 7000 American work- 
ers, while H. H. Cook, vice-president of 
the union, pointed out that any reduc- 
tion of duties extended as a concession 
to Belgium automatically would be ex- 
tended to all competing countries. 

Both the manufacturers’ association 
and the union have filed briefs with the 
U. S. Tariff Commission, protesting the 
reciprocal trade agreement now being 
negotiated with Belgium. 

The appeal was guided by groups lo- 
cated in western Pennsylvania, West Vir- 
ginia and Ohio, and plans for a series of 
protests are being arranged. Among those 
attending the meeting, held in the Cones- 
toga building, were: E. B. Rose, Fostoria 
Glass Co., Moundsville, W. Va.; George 
Daugherty, Morgantown Glass Works, 
Morgantown, W. Va.; T. W. McCreary, 
Phoenix Glass Co., Monaca, Pa.; W. R. 
Nickel, United States Glass Co., Pitts- 
burgh, and C. J. Shipman, secretary- 
‘ treasurer, Flint Glass Workers’ Union, 
and R. Marons, secretary, American 
Glassware Association, New York. 

The following statement was issued: 
“It has been learned that any reduction 
in duties extended as a concession to 
Belgium would automatically be extended 
to all other competing countries. With 
Japan now able, despite present tariff 
prices, to sell goods in competition with 
the domestic product at prices which are 
50 per cent of the domestic cost of pro- 
duction, the jobs of American glass work- 
ers are in jeopardy. 

“Such a concession to Belgium would 
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not benefit Belgium one iota but would 
result in a serious burden on American 


skilled labor.” 


PITTSBURGH 


S. H. De Roy, Smithfield St., has been 
elected a member of the national code 
authority for the optical retail trade. 


S. Posin and V. A. McGrail, of Wheel- 
ing, W. Va.; S. A. Meyer and William 
Taper, of Washington, Pa., and J. H. 
Luxenberg, Indiana, Pa., called upon 
Grafner Bros. recently. 


Sam Goodman, well-known jeweler of 
McKeesport, Pa., is making extensive 
alterations to his store, both on the exte- 
rior and interior. He has also installed 
a new optical department. 


William Grafner, son of Emanuel 
Grafner Bros., who is learning the whole- 
sale jewelry trade from his father, has 
returned to the store after a month’s 
illness. 


John M. Roberts III, of John M. Rob- 
erts & Sons Co., says the firm anticipates 
a good Christmas trade. The store was 
decorated for Christmas early in Novem- 
ber, heralding the approach of the holi- 
day season. 


Carl Levine and Bertram Biggard, of 
Biggard & Co., Clark Building, have 
been calling upon the trade in Ohio, 
West Virginia, Maryland and Virginia. 
The company has enjoyed a fairly good 
holiday trade. 


C. Glenn Sipe, Jr., son of C. Glenn 
Sipe and a recent graduate of Princeton 
University, has taken a position with the 
House of Sam F. Sipe, retail jewelers at 
Diamond and Wood Sts. 


H. A. Hachmeister has resigned as pres- 
ident of the Hachmeister-Lind Chemical 
Co. and organized Hachmeister, Inc., with 
offices on Wood St. The company manu- 
factures a complete line of roughs, abra- 
sives and finishing emeries. 


The I. Ollendorf Co. and the Samuel 
Weinhaus Co. have had a good season 
in watches; the M. Bonn Co. reports a 
splendid trade in leather goods, Hall 
Bros. & Co. have sold a lot of card goods 
and R. S. Robinson & Co. have been 
quite successful with toiletwares. 


Harry A. Sipe of the House of Sam 
F. Sipe, says that October business was 
two and one-half times that of the corre- 
sponding month for last vear. The weather 
is playing an important part, according to 
Mr. Sipe, who says that sometimes the 
business in a single day, when the weather 
is fair, will equal or even exceed the 
business for an entire week. 


Gus Bastheim, president of the Henry 
Wilkens Co., Liberty Ave., credit jew- 
elers, staged a party for his employees on 
the evening of Nov. 6. The affair, which 
was held on the second floor, was at- 
tended by the wives and sweethearts of 
all the employees. An entertainment by 
the “Frolics,”’ theatrical organization of 
the employees, and plenty of refreshments 
added to the gaiety of the evening. 


Business among the leading Pittsburgh 
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wholesale jewelry houses has not shown 
the customary holiday dash because of 
the depressed conditions existing in the 
steel industry here. Conditions outside 
the so-called tri-state district are much 
better and firms traveling men through 
the central states report much better 
business. 


Local jewelers have been very much 
aroused by a widely publicized and ad- 
vertised sale of silverware by one of the 
city’s largest grocery establishments. The 
sale, one of these coupon affairs, is con- 
ditional and based upon the purchaser 
showing $10 worth of cash receipts and 
the payment of $2.98 for the service. The 
wholesale trade, in particular, looks 
askance at such practices. 


Harry Wilson Mobley, aged 52, well- 
known jeweler at East Brady, Pa., shot 
himself in his store in the presence of his 
wife and daughter Oct. 31, apparently 
despondent over financial matters. He 
died soon afterwards in the Butler Me- 
morial Hospital. Mobley was reported 
to have been in Pittsburgh ten days pre- 
vious to his death, trying to dispose of 
his business. He also operated a jewelry 
store at Parkers Landing, Pa. 


Ted Abrams, formerly general man- 
ager and buyer for the Henry Wilkins 
Co., held the formal opening of his new 
store at 139 Sixth St., Saturday, Nov. 10, 
which he is operating under the name 
Crane’s Credit Jewelers and Opticians. 
Ten thousand invitations had _ been 
mailed to prospective customers and the 
local newspapers were used to herald 
the event which drew a large crowd. 
Seventeen floral tributes from leading 
Pittsburgh jewelers, and the press, were 
received. 


The Pittsburgh Jewelry Engravers’ 
Guild organized April 20, 1934, has in the 
short space of six months become one of 
the leading crafts organizations in this 
section. The ideals, aims and purposes of 
this Guild have created such interest that 
engravers of other cities are organizing 
and adopting the plan of the Pittsburgh 
Guild. Ways and means are being de- 
vised to further elevate this beautiful and 
oldest art in existence. An artistic scroll 
has been designed and contains the sig- 
nature of each member. It is being framed 
and each signer is being presented with 
one to hang in his office. The aim of the 
guild does not stop here, however, but hopes 
to see a national jewelry engravers’ guild 
and engravers everywhere who are organ- 
ized or contemplating organizing are 
urged to write to the Secretary, Pittsburgh 
Jewelry Engravers’ Guild, 603 Empire 
Building, Pittsburgh, Pa., for information 
and plans to assist them in bringing the 
jewelry engraver’s art back to it former 
prestige. The guild here is also at work on 
something unique in the history of the craft 
—a public exhibition of engravings—an- 
cient and modern—also to show the engrav- 
er’s contribution in the book of life, start- 
ing with a baby’s rattle containing its birth 
record up through signet rings, watches, 
wedding rings, silver trophies, canes, etc., 
until the book is closed with a coffin plate. 
This exhibition will take place shortly after 
the holidays. 














WHERE TO BUY 








FREE, This Jewelry Repair 


RECORD BOOK 


Send us your next package of jewelry 
repairs and we will send you ENTIKELY 
FREE a brand new carefully system- 
atized Record Book for jewelry repairs. 
A great convenience... invaluable aid 
to accurate service to your customers. 
600 entries. We have been in business 
since 1879 and will serve you well. 


GRAFFE & STANEK 
29 E. Madison St., CHICAGO, ILL. 
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BECKER-HECKMAN CO. 


29 E. Madison St. CHICAGO, ILL. 














Complete Line of 
GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 
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SWARTZ & CO. 


10 S. Wabash Ave. Chicago, iil. 








THE BaLL CoMPANY 
WHOLESALE JEWELERS 
58 E. WASHINGTON ST. 
CHICAGO 








A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 














CHICAGO: 


Jewelry News Flashes from the Great Central West 


David Sickles, son of Louis Sickles, 
watch jobber of Philadelphia, made a 
business trip to Chicago during last 
month. 

S. Grinstead, retail jeweler of Tacoma, 
Wash., spent a few days calling on the 
trade here during a business trip to the 
eastern markets. ’ 

Emil Noel, wholesale jeweler, was con- 
fined to his home several days early in 
November because of injuries received 
when he fell on a stairway at his home. 

Ed. Jensen, who conducted a retail jew- 
elry store for many years at 6102 S. Hal- 
sted St., has again entered business and 
opened a new store at 79th St. and S. 
Park Ave. 


J. W. Stoneburner, aged 75, well known 
as a manufacturers’ representative in this 
territory for many years, died on Nov. 3 
after a long illness. He is survived by 
his widow. 

Fred Lee, of Fred L. Lee & Co., San 
Francisco, spent several days among the 
trade here recently as he returned home 
from a business trip to New York and 
other eastern markets. 


Herman Haft, aged 52, who conducted 
a retail jewelry store at 3827 W. Roose- 
velt Road, was found dead in his room at 
a hotel one morning early in November. 
He had lived at the hotel only a short 
time. 

Lloyd G. Pattee, of S. H. Clausin & Co., 
Minneapolis, who was elected chairman 
of the Temporary Wholesale Jewelry 
Code Authority at a meeting of whole- 
salers in Cincinnati early in November, 
spent a few days in Chicago visiting 
friends in the trade as he returned home. 

During one of the closing days of the 
Century of Progress Mrs. Edna Hahn 
Graham, now associated with the jewelry 
department of the Davis Stores, was at- 
tacked by a Negro bandit as she walked 
from the car line to the 31st St. entrance. 
Mrs. Graham was knocked down and suf- 
fered slight injuries and the loss of her 
purse and contents. 

Each season finds the Eastern Manu- 
facturers and Importers Exhibit in the 
Palmer House, during the weeks of Feb. 
4 to 14, still more firmly intrenched as 
one of the greatest events of the gift art 
and home furnishing accessory field. At 
the present writing more than 200 ex- 
hibitors have arranged to present their 
new lines, and many large manufacturers 
who have opened up of there factories 
to the manufacturer of art merchandise 
are now negotiating for space. 

About the middle of November Louis 
Eppenstein, president of the Illinois 
Watch Case Co. and the Elgin American 
Mfg. Co., Elgin, IIl., announced that his 
company had purchased the three-story 
brick building at 336 Bluff City Boule- 
vard, in that city. The property was 
purchased from the receivers of the Van 

(Turn to page 67) 
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J. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 
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YOUR OWN COMPANY OFFERS 
YOU SAVINGS ON THE 
COST OF YOUR FIRE INSURANCE 





For over 20 years this company has saved the 
jewelers of the United States thousands of 
dollars on the cost of their insurance with this 
company. 

Write today for information. 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 
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Chicago Notes 


(Continued from page 66) 


Sicklen Corp., and the 58,000 square feet 
of floor space will be rearranged and used 
for the manufacture of jewelry novelties. 
In addition to the space they secure about 
500 additional employes. Mr. Eppenstein 
stated that a new company would be or- 
ganized to operate this plant, but will be 
under the same management as the plants 
on Dundee St. At the same time this an- 
nouncement was made it was announced 
that a contract had been let for three-story 
addition to the Dundee St. plant. This 
will be of concrete and glass, 34 by 82, 
and will be used for the polishing and 
rolling departments. 


John H. Leiner, of Benj. Allen & Co., 
accompanied by his family and sister, 
spent about three weeks of November on 
an automobile tour of the South, including 
Florida. 


Al. Sturtz, Chicago representative of 
Kaspar & Esh, Inc., 350 W. Thirty-first 
Street, New York, who had met with an 
accident while traveling from Pittsburgh 
to Columbus, is now fully recovered and 
calling on the trade in his territory. 


MODERN VALANCES 


Give Your Windows 


Look of Quality 


Send Glass Sizes for 
Samples and Designs. 





Camden and Company 
160 N. Wells St. 
CHICAGO 








al High Quality Low Prices Quick Service 

Every Dial Guaranteed for One Year 

KIRK-RICH DIAL CORPORATION 
Formerly Pacific Radiem Application Co., Ltd. 

330 Allen pide. 503 Heyworth Bidg. 














Dallas, Tex Chicago, lil. 
823 Seaboard Bidg. 524 Metropolitan Bite. 
Seattle, Wash. Los Angeles, Cal. 
SOO 





Where to Buy 
DOMESTIC 
China and Glass 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 




















Where to Buy 
IMPORTED 
China and Glass 














Spode China 
Since 1770 
Dinnerware, Teaware, and 
Short Lines, carried in New 
York City for immediate 
shipment. 
Corerann & THomeson. Inc 


206 Fifth Avenue 
New York. NY. 
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The Chicago Jewelers’ Association held 
its regular monthly luncheon at the Pal- 
mer House on Nov. 15. There was a 
large attendance and following the rou- 
tine business of the organization after 
lunch President Howard D. Schaeffer in- 
troduced the great Tarbell, magician, who 
entertained and mystified those present 
for nearly an hour. This will be the last 
monthly meeting until February. Harry 
Radix, of the social relations committee 
reported enthusiasm on the part of mem- 
bers replying to the questionnaire con- 
cerning the banquet which will be held 
on the 24th of next January. 


Hugo J. Hagen, aged 57, who had been 
associated with the Stein & Ellbogen Co. 
as traveling salesman for the past 26 
years, died at a hospital in Manitowoc, 
Wis., on Nov. 16 and was buried there 
on Nov. 19. Mr. Hagen was ill for about 
four months before his death and pre- 
vious to that had been in excellent health. 
He is survived by three brothers. For 
the past several years Mr. Hagen has 
traveled in Illinois, Wisconsin and the 
Michigan peninsula and many of his cus- 
tomers attended the funeral services 
which were conducted by the Benevolent 
and Protective Order of Elks. 


On Nov. 21 the Chicago Jewelers Asso- 
ciation, on behalf of all Chicago whole- 
salers, petitioned the Code Authority for 
the wholesalers and the Illinois State 
Director of National Recovery Adminis- 
tration for exemption of the maximum 
hours’ provision of the code, for a period 
from Thanksgiving Day to Dec. 31. In 
their petition they point out the peculiar 
status of the wholesale jewelry trade 
during this period. Among conditions 
cited were the great percentage of annual 
jewelry business done at this time, the 
shortness of the holiday period this year, 
and the inability to secure additional 
skilled and efficient labor in the city. The 
petition asks that the hours for special, 
technical or essential female employees 
for the period be not more than 48 hours 
and for male employees be not more than 
60 hours. 





Committees for Chicago Jewelers 
Association Named 


Cuicaco—President Howard Schaeffer 
has just announced these committees for 
Chicago Jewelers Association: 

Finance committee—Richard B. Deli- 
nert, chairman; James Stewart, Joseph M. 
Kucera. 

Trade extension committee—Earl E. 
Marshall, chairman; G. V. Dickinson, 
Will Kaufman, P. T. White, B. S. Felvey. 

Membership committee — Austin N. 
Clark, chairman; Jack Friedland, Schell 
Hulbert, John Sproehnle, Wm. J. Vossel. 

Golf committee — Thomas McMahon, 
Gus Weinfeld, Gordon L. Petersen, A. C. 
Becken, Jr., Ed Cain. 

Social relations committee—Harry Ra- 
dix, chairman; Sol Hess, Frederick M. 
Gottlieb, H. Paul Juergens, George Spies. 

Good and welfare committee—Wm. A. 
Schlossman, chairman; Frank Milhening, 
Albert L. Ellbogen, J. T. Montgomery, 
George Englehard. 


67 


= 





Where to Buy 
IMPORTED 
China and Glass 





ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
e Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 











FINE CHINA 


Fino eoeda, 


b. omens the World Over 
lable from New York Stocks 
ROSENTHAL CHINA CORP, 149 5th Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and designs. 
Wire your urgent orders. 


PAUL A. STRAUB & CO., Inc. 
Importers. 105-107 Fifth Ave., New York 











ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE 3:3) Wonvn®" 


NEW YORK, WN. Y. 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 2ard St. New York, N. Y. 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 


J. H. VENON, Inc. view von 
THEODORE HAVILAND 


ror FRENCH CHINA 
OOoTHS,. LTD 
JOHN OM ADDOCK & SONS 
English Earthenware 

PEARLCRAFT POTTERY 

All in New York Stock 

Tuzeposs HAVILAND & CO.,, Ine. 
26 . 23rd St. New York 

















ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 


L. BERNARDAUD & CO. 
Orders fillea immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave.. New York, N. Y. 











Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 

















THIS INCLUDES MERCHANDISE 


Now is the time to rid your stock of 
obsolete, unsalable jewelry. 


IF YOU CANNOT SELL IT NOW 
get the cash and buy new stock. 


Get the turnover—that is where 
you profit. 


WE PAY CASH 


based on present high price of 
gold—send our check promptly 
and hold your lot intact awaiting 
your approval of the offer. 


We Wuy—> 
OILID GOLD 

















= a 





This sign on your window will bring 
people into your store. 


SENT GRATIS 
ON REQUEST 


DEE «CO. 


PRECIOUS METALS 








REFINERS ~- MANUFACTURERS 
55 E. WASHINGTON ST. CHICAGO 





BUYERS 
OF 


GOLD 
SILVER 
PLATINUM 





or any material in which these 
metals are contained, with an 
honest return as promptly as 
accurate determinations permit. 


REFINING OF SWEEPINGS OUR SPECIALTY 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 


REFINERS AND ASSAYERS 
36 Years of Refining Service 


709 SANSOM STREET - PHILADELPHIA, PA. 








G SILVER | 














OLD 
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accurately 
refined or 
estimated 


Prompt Returns by 
check or money order 


SIPYCO 


Smelting and Refining Co. 


Minneapolis, Minn. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from the November issue) 


OW shall we proceed to make the split adjusting 
nut? 

Answer—The split adjusting nut, which is shown at 
G, in Fig. I, may be made of the same stock from which 
we made the hollow spindle. The Stub’s steel rod may 
be centered accurately in the chuck, faced off true on the 
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end, bored out and threaded to fit the threaded end of 
the spindle. Very close fitting is required in this case; 
then the nut should be cut off square and to a length of 
.175. This nut should be split, which may be done quite 
accurately by using a small circular saw, .025 in thick- 
ness, held in the arbor chuck of our small lathe. If we 
rest the nut on a flat table rest in the T-rest, we may do 
acvery neat job. 


OW shall we proceed to make the loose bearing for 
the hollow spindle? 
Answer—The loose bearing at E, Fig. I, may be made 
from the Stub’s steel rod. The rod should be accurately 
centered in the large chuck, then the outside turned true 
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and the end faced off. Then the rod should be drilled 
and bored to .455 inside diameter to a length of .500. 
As the outside diameter of our hollow spindle was made 
to .460, this will allow us. .005 for hardening, grinding 
and lapping to an exact fit. One end of the loose bearing 
should be turned to an angle of 45 deg. to coincide with 
the angle of the bearing. 


OW shall we proceed to make the pulley for the 
spindle? 

Answer—The pulley, which is shown at F, in Fig. I, 
may be made of hard rubber, although black fiber will 
make an excellent pulley. We prefer hard rubber, as it 
seems to carry a belt to better advantage. Either of these 
materials is rather difficult to turn with steel tools, but 
they can be handled to better advantage in the large lathe. 

The pulley is two inches in diameter by three-eighths 
of an inch in thickness, with a 60 deg. belt groove and 
a hole bored in the center to take the loose bearing, with 
a drive fit. If we bore the hole .005 smaller than the 
bearing we may force the bearing into the hole and will 
have a tight fit that will not work loose. 

The bearing and pulley may be readily assembled, if 
we select a piece of wood with a five-eighths hole through 
it. We place the wood and the pulley together and then 
place the bearing lightly in position in the pulley, with 
a piece of brass against the bearing to avoid marring it. 
Then we place these parts between the jaws of a heavy 
vise and we may readily force the bearing into the pulley. 
Of course, the bearing must be hardened and ground 
before inserting in the pulley. 


HAT further work is required on the parts pre- 
vious to hardening them? 

Answer—The loose bearing, E, will require a small 
key to engage the slot in the chuck. To make the key, 
we may select a piece of Stub’s steel about .075 in diam- 
eter and grip it in the wire chuck. The end of the wire 
may be threaded with the regular double-notched Swiss 
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The traditional hospitality of the Bellevue 
is a subject for reminiscence wherever 
men gather, the world over. Recent com- 
plete modernization in decoration and 
appointments have added even a fresher 


note to this famous hotel. 
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47th Street just West of Broadway 
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screw plate. Then the end of the wire may be turned 
down until it is a loose fit in the slot of the chuck. Next 
we drill a hole in the loose bearing and tap it to take 
the screw key we have just made. The screw key should 
be a very tight fit in the loose bearing. We do not insert 
the key until the bearing has been hardened, ground and 


lapped. 
(To be Continued) 


The H.1. A. Journal 


Members of the Horological Institute of America 
received last month with a great deal of pleasure the 
first number of the H. J. 4. Journal published under 
date of October and known as the “ready reference 
number” of this new publication. According to the 
introduction to this by President Edw. H. Hufnagel, 
the Institute, in its publication, is undertaking at this 
time to bring to the membership information which it 
hopes will be helpful in keeping members of the H. I. A. 
familiar with the labors exerted not only by the founders 
but of the present administration and an idea of what 
the work is and will be in the future. 

The first number describes the H. I. A., the member- 
ship and the objects of the Institute in detail, telling of 
the requirements for a junior watchmaker, certified 
watchmaker, etc., and how to proceed in taking an 
examination to get these degrees. Beside a complete list 
of the officers including the Advisory Council of 1934-35, 
it also gives the names and addresses of the different 
committees, such as, those on the certification, examina- 
tion, membership, education, finance, etc. 

The most important part of this number is a complete 
list of the mames and addresses of the certified watch- 
makers who, having taken the examination of the H. I. A., 
have been granted certificates of that grade. The list is 
arranged alphabetically according to the names and the 
town or city and state in which they live. 

All inquiries in regard to the H. I. A. as well as 
comments and technical contributions should be sent to 
it c/o National Bureau of Standards, Washington, D. C. 


Make Your Telephone Help Santa Claus 


(From page 23) 


the window as a sales vehicle to invite passersby to trade 
with you by telephone, can be done—not only at Christ- 
mas time—to good advantage. People forget. Keeping 
them constantly reminded keeps your telephone busy. It 
has the same valuable function as the best kind of news- 
paper or direct mail advertising. It is the constant re- 
iteration that counts. 

A window display is one way of getting “front page” 
news space at small cost. People who pass by your 
jewelry store are thus invited to telephone in their orders 
—and they do. To increase telephone calls 


1—Take an ad in the classified telephone directory ; 


2—Place decalcomanias in any number of colors up 
to seven in the window; 


3—Distribute blotters or circulars in your trade zone 
emphasizing telephone shopping, giving your tele- 
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phone number, and advocating the simplicity of 
ordering by phone; 


4—Use miniature telephone displays in the window, 
or a large telephone ten times normal size of 
the regular telephone to catch the eye of the 
passersby ; 


5—Use package inserts, such as monthly calendars, 
for instance; 


6—Use stickers with your telephone number on 
them, which the customer can paste on the tele- 
phone book, or some other convenient place; 


7—Use your telephone number prominently on all 
printed matter—letterheads, billheads, circulars, 
etc. 


8—Create special window displays from time to time 
emphasizing the use of the telephone. 


‘Telephone your orders. You can be sure they will 
get the same expert attention as if you called in person,” 
is a good window display sign to use or to stamp on or 
print on billheads, letterheads, circulars, stickers, package 
inserts, etc. 

The up-to-date jeweler does more business as a result 
of incoming telephone calls. It is, therefore, vital to him 
to keep before his regular and prospective customers two 
facts, viz: First, that he is well equipped to handle tele- 
phone orders, and second, that he welcomes telephone 
orders as much as personal ones. 


Wholesale Jewelers Act on Code 
(From page 49) 


cussed and it was the sense of the meeting that under 
Article IV Section 5, shipments on memorandum may 
be made to retailers where their accounts are “frozen,” 
provided, however, that Members of the Trade shall not 
furnish goods on memorandum in excess of 10 days to 
more than 1 per cent of their accounts. 

The following letter was sent to the members of the 
Code Authority today by Secretary Rinehart: 


TO MEMBERS OF THE CODE AUTHORITY: 

In order that you may be fully informed we wish to advise you 
that since the first meeting of our Code Authority, the following steps 
have been taken— 

(a) Cur Budget and Method of Assessment have been submitted 
to the NRA for approval. 

(b) We have issued a list of Members of thei Trade of whom we 
have a record so that it may be checked and corrected by Members of 
the Code Authority. 

(c) A Questionnaire on Differentials (Article VIII, General Code) has 
been printed and will be forwarded to manufacturers upon receipt of 
their names from the Committee on Differentials and Standards. 

(d) Our By-Laws and Rules of Procedure for Handling Trade 
Practice Complaints have been submitted to the NRA for approval. 

(e) A petition requesting the amendment of Section 1 of Article II 
in accordance with the action taken at the meeting has been filed with 
the NRA. 

(f) Mr. E. O. Mather, the Assistant Deputy Administrator in charge 
of our Code, has been requested to call a conference of representatives 
of the Code Authorities for the Assembled Watch Industry, the Precious 
Jewelry Producing Industry and the Medium and Louw Priced Jewelry 
Manufacturing Indtstry for the purpose of adjusting conflicting pro- 
visions of those Codes with our Code. 

(g) All Members of the Code Authority have been requested to send 
us the names of several Members of the Trade from their territory as 
candidates for Members of Regional Committees. 

(h) The Jewelers’ Board of Trade Red Book is now being checked to 
determine the capital ratings of Members of the Trade. 

(i) Requests from Members of the Trade for information about several 
provisions of the Code have been submitted to the Executive Committee 
of the Code Authority for rulings. 

(j) The NRA has bene requested to extend the appointment of the 
Temporary Code Authority for sixty (60) days so that the election of 
Members of the Permanent Code Authority may be held after the holiday 
season. 

(k) A general report on the first meeting of the Code Authority has 
been forwarded to Members of the Trade. 

As soon as the NRA acts on the various matters now pending before 
it, you will be fully advised. 
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Restored Health Means Renewed Courage 





doors open to the destitute sick. 





Your gift to the United Hospital Fund will help its fifty-six affiliated hospitals keep their 


In the Jewelry and Silverware Trade it has been an honored tradition for nearly half a 


century to contribute annually and generously to this fund. 





Your help 
this year is 
urgently needed 


Please make checks payable to the 
United Hospital Fund and mail to 
Nathan J. Stern, Chairman, 2 West 
46th Street, New York. 
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WORKSIEOIP WOES ¢ QUWIFIRITIES. 


ETTING SMALL DIAMONDS. We have been 
having occasional trouble with small diamonds set in 
platinum mountings. After same has been through a 
soldering process, a white scum covers the diamond. Will 
you please advise me what to use to remove scum, as it 
takes away the brilliancy of the stone. (Question No. 


4903. ) I. M. 


Answer—The white scum which you have observed 
is produced by the heat of the soldering flame. ‘To restore 
the brilliancy of the stones, your only recourse will be 
to send the diamonds to a lapidary and have them re- 
polished. You can protect diamonds while soldering if 
you will cover them with boracic acid. Clean your jew- 
elry, then dip in water and then dip in dry boracic acid. 
Blow off the surplus and then heat carefully. Then pro- 
ceed with your soldering, allow the article to cool and 
boil off in the regular pickle. 


O PUT SWEEP SECONDS CLOCK IN BEAT. 

I have a fine Swiss sweep seconds clock which was 
brought in for repairs. I cleaned it very carefully and 
polished all pivots that were worn and also polished the 
faces of the pallets where they were worn. It is a pin 
escapement, and as some of the pins were bent, I straight- 
ened them and I am sure they are in good shape. How- 
ever, after I set the clock up in the case, it does not seem 


to be in beat, and I cannot make it sound just right to. 


be in beat. It will run a short time and then stop. Can 
you advise me how I can put this clock in perfect beat, 
as I am sure it is all right otherwise. (Question No. 


4904.) M. A. B. 


Answer—From your description, it appears that you 
have the movement in good condition and your real diffi- 
culty is in putting the clock accurately in beat. ‘This 
type of clock usually has an adjusting screw at the top of 
the pendulum, right under the lower edge of the dial. 
This adjusting screw is used for putting the clock in 
beat. Now, your first point to consider, is to level the 
clock case so that a plumb bob suspended from the center 
arbor will coincide exactly with the point of the adjusting 
nut or regulator at the bottom of the pendulum. If the 
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clock case is properly made, the sides of the case should 
be parallel with this line. 

With the pendulum at rest, place a.rule at the bottom 
of the case behind the adjusting nut of the pendulum at 
rest and with one of the inch marks of the rule directly 
in line with the point of the nut. Now, move the pen- 
dulum carefully until the verge just drops from an escape 
tooth. You may readily observe this by watching the 
seconds hand. We will assume that the verge escapes at 
two and one-half inches from the center of starting point. 
Now, move the pendulum in the opposite direction and 
we will assume that it escapes at one and three-quarter 
inches. Obviously, this clock could not be in beat, as 
the stroke must be equal on each side. The adjusting 
screw at the top of the pendulum is used for regulating 
the beat, so you should turn this screw a few turns and 
make another trial. You can readily determine the prop- 
er direction the screw should be turned by trial. Then 
you can turn the screw as required and try the pendulum 
for beat. The last trials will require only a very slight 
movement of the adjusting screw, possibly only a quarter 
or eighth of a turn, but by carefully observing all points 
you may obtain very accurate results in this matter. Most 
of these clocks have an index at the bottom of the case 
behind the pendulum which was originally intended for 
putting the clock in beat. However, we find that these 
indexes are not always very accurately made, consequently 
it is best to use a rule for this purpose. 

Another thing that may cause trouble in your case is 
the fact that the weight may not be quite heavy enough 
to supply the required power to run the movement. As 
originally made, the weight was probably correct to drive 
the movement, but after a movement is run for a long 
time, it often happens that more power is required to 
drive it, due to general wear, etc., which may produce 
more or less friction in the train. If your clock is in 
perfect beat and the movement in good condition and it 
still refuses to run, we would suggest that you try adding 
a small amount of weight to the pendulum. Quite often, 
an ounce or two added to the weight of the pendulum 
will remedy such trouble. But it should be understood 
that we do not advise adding weight to the pendulum 
until we are sure that all other troubles are eliminated. 
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Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75. 








HIGH GRADE WATCHMAKER, excel- 
lent mechanic and front man. Address 
“C., 2144,” care Jewelers’ Circular. 





SEAMLESS RING EXPERT, hub cutter, 
tool and die maker. Address ‘‘A., 2099,”’ 
eare Jewelers’ Circular. 





ENGRAVER, strictly first class, 30 years’ 
experience, sober, industrious, wishes 
position anywhere. Address “G., 2068,” 
care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, Al mechanic, 20 years’ 
experience, desires position New York 
or vicinity. Address “F., 2149,” care 
Jewelers’ Circular. 





EXPERIENCED WATCHMAKER, clock 
and jewelry repairman, desires position 
with reliable firm; best of references. 

peed Dugan, 316 Laurel Ave., Olean, 


aN. 





COMPETENT WATCHMAKER, 25 years’ 
experience, all grades, engraver, plain 
jewelry salesman; American; New 
England preferred. Address “E., 2061,” 
care Jewelers’ Circular. 





YOUNG LADY experienced factory office 
of ring manufacturer, capable taking 
full charge stock, filling orders, repairs, 
weighing metal, etc. Address “F., 
2067,”’ care Jewelers’ Circular. 





WATCHMAKER, age 27, facial repairer 
on all grades of watches; selling experi- 
ence: go anywhere; permanent position 
desired. Address “M., 2075,” care 
Jewelers’ Circular. 





WATCHMAKER with 20 years’ experi- 
ence, good reference, wishes position, 
Salary or commission. Address Frank 
Abernethy, Box No. 7, Saint Augustine, 
Florida. 





r 


MAN OF 50. alert, willing and accom- 
modating, 35 years’ retail store experi- 
ence, wishes position as salesman or 
general utility man. Wolfberg, 324 N. 
11th St., Easton, Pa. 





WATCHMAKER, 17 years’ experience on 
all grades of watches and clocks; age 
36: will go anywhere; best of references. 
Address “E., 2137,” care Jewelers’ Cir- 
cular. 





EXPERT WATCHMAKER wants steady 
position in store; experienced all grades 
watches and clocks; best references; 
New York City or vicinity. Address 
“R., 2182,” care Jewelers’ Circular. 





PERMANENT POSITION January 1, 1935, 
all-around watchmaker, jeweler, en- 
graver, diamond setter; South; state 
wages first letter. W. T. Lambert, 1219 
12th St., Augusta, Ga. 





POLISHER on fine platinum or any other 
kind of work; five years in last place; 
best of references; New York City only. 
—— *“Y., 2129,’ care Jewelers’ Cir- 
cular. 





FIRST CLASS watchmaker and salesman, 
American, 25 years’ experience, wishes 
permanent position in first» class store; 
New England preferred. Address “E., 
2106,’’ care Jewelers’ Circular. 





DIAMOND MAN, 35, American, desires re- 
tail diamond jewelry sales position with 
an established, reputable firm: any- 
where; $2400. Joseph Hunt, 220 Prospect 
St., South Orange, N. J. 





COMBINATION diamond setter, jeweler, 
watchmaker and engraver, 30, desires 
permanent position in retail store. For 
references and further information ad- 
dress ‘‘B., 2132,’’ care Jewelers’ Circular. 





SALESMAN with 16 years’ experience 
selling watches, wants popular line of 
Swiss or American watches or popular 
priced ring line; Minnesota and Dakotas 
territory. Address ‘“F., 2139,” care 
Jewelers’ Circular. 





CERTIFIED WATCHMAKER open for 
position January Ist; neat appearance, 
age 27, married; 11 years’ experience; 
able to wait on trade if necessary; state 
salary. Address “S., 2123,” care Jewelers’ 
Circular. 





WATCHMAKER - ENGRAVER wants 
position in Florida or the South; Brad- 
ley trained; general store experience; 
single, age 30; good references. Ad- 
— “P., 2121,” care Jewelers’ Cir- 
cular. 


MANUFACTURING JEWELER, setter on 
hand made platinum jewelry, designing 
through finishing complete, seeks op- 
portunity with advancement nosesihiij_ 
ties; have own tools. Address “K., 2174 
eare Jewelers’ Circular. . 





BOOKKEEPER, intelligent young woman 
thoroughly experienced precious stones 
jewelry lines; charge office, stock, or. 
ders; efficient secretary, correspondent. 
stenographer; references. Address “Vy, 
2184,” care Jewelers’ Circular. : 





WATCHMAKER, JEWELER, 15 years’ 
experience at watchmaker’s and jewelry 
mechanic’s bench, all around mechanic, 
open for immediate engagement any- 
where. Address “E., 2147,” care 
Jewelers’ Circular. 





SALESMAN AND WINDOW-MAN of 
creative ability, seeks connection with 
active credit chain; thoroughly quali- 
fied for undertaking a_ responsible 
position. Address “N., 2158,” care 
Jewelers’ Circular. 





SALESMAN, at liberty January 1st, sell- 
ing to jewelers, gift shops, department 
stores, stationery, Brooklyn, Long 
Island, Eastern Pennsvlvania, desires 
good line. Address “A., 2141,” care 
Jewelers’ Circular. 





SALESMAN, having long acquaintance 
with department store buyers, retail 
jewelers, Middle West territory, would 
like to connect with a manufacturer. 
Address “Reliable, 2178,’’ care Jewelers’ 
Circular. 





WATCHMAKER available January Ist; 
15 years’ experience on high grade 
Swiss and American watches; under- 
stands close rating and timing of rail- 
road grades; best references. Address 
“J., 2152,” care Jewelers’ Circular. 





SALESMAN, 15 years’ experience selling 
ring findings, following among manu- 
facturers and jobbers, know business 
thoroughly, will consider anything; 
best of references. Address “H., 2151,” 
care Jewelers’ Circular. 





SALESMAN for entire Middle West, 
thoroughly experienced and a _ proven 
producer with a large following among 
the retail trade, wishes to represent a 
reliable concern for 1935. Address 
“T., 2165,” care Jewelers’ Circular. 





SALESMAN, Christian, thoroughly expe- 
rienced, acquainted with the wholesale, 
department store and retail trade from 
coast to coast; have personality, initia- 
tive; am middle aged; drawing account 
against commissions desired. Address 
“V., 2188,” care Jewelers’ Circular. 





WATCHMAKER, expert worker’ on 
American and Swiss watches, wishes 
change after January ist; for past 
six years in charge of repair depart- 
ment, wishes similar position; age 48. 
Address “M., 2156,” care Jewelers’ 
Circular. 





STORE MANAGER and Pennsylvania 
registered optometrist as well, would 
like to take charge of a business with 
assurance of being able to produce re- 
sults; good record and reference; may 
I tell you more? Address ‘B., 2100,” 
care Jewelers’ Circular. 








SALESMAN, thorough knowledge of sil- 
verware business; wholesale and retail 
experience; territory covered, Pennsyl- 
vania, parts of New Jersey, Maryland, 
Virginia and West Virginia; 14 years’ 
experience ; available Jan. 1st. Address 
“K., 2172,” care Jewelers’ Circular. 
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SOLD the better grade jewelers 
HAVE j partment stores in the Metropol- 
itan territory and_ the State of New 
Jersey for past 15 years; following; 
producer with successful Sales records 
seeks desirable connection. What have 
you? Address “W., 2190,” care Jewel- 
ers’ Circular. 





EXECUTIVE FACTORY MANAGER, 
modern up-to-date on tools, designer 
and production, wishes connection 
with high class firm; Al references. 
Address “‘H., 2142,” care Jewelers’ 
Circular. 





RESPONSIBLE YOUNG MAN for retail 
' jewelry store; expert watchmaker; can 
take charge of repair department; also 
do stone setting, engraving and some 
jewelry and optical repairing; able to 
give estimates; clean; efficient; refer- 
ences; New York or vicinity. Address 
*“A., 2130," care Jewelers’ Circular. 





PLATER AND POLISHER, young man 
wishes position; knowledge of plating, 
chemistry: can handle and break in 
help on the piece work basis; has 10 
years of experience in the jewelry and 
novelty line and experimental work. 
Address “L., 2154,” care Jewelers’ 
Circular. 





SALESMAN, single, age 27, 10 years’ ex- 
perience in fine diamond, gold and 
popular priced jewelry; department and 
retail stores, New York City, New York 
and New England territory; permanent 
position desired; references, New York 
firms. Address ‘‘R., 2122,’’ care Jewelers’ 
Circular. 


NOTICE! About January 15th a married 
man, 38 years of age, desires to change 
position; 20 years’ experience as man- 
ager, buyer, watchmaker, etc.; finest of 
references. What have you to offer? 
Past eight years in greater Detroit: as 
manager: prefer Michigan, Ohio, In- 
diana, West Virginia. Kentucky. Ad- 
dress “J., 2111,’’ care Jewelers’ Circular. 





OPPORTUNITY to secure the services of 
a man with executive ability ; manager- 
salesman-buyer, also designer and 
manufacturer of high grade platinum 
jewelry, 35 years’ experience, 16 years 
with leading New York jeweler, wishes 
to make change; warmer climate pre- 
ferred. Address “A., 2145,” care 
Jewelers’ Circular. 


A MANUFACTURER, IMPORTER or 
large wholesale firm should be inter- 
ested in this advertisement; briefly, 
a gentleman of wide experience, deal- 
ing with wholesalers and retailers, is 
available as executive or salesman; 
highest reference furnished and a 
background of successful merchan- 
dising is offered. Address “G., 
2150,” care Jewelers’ Circular. 








Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








AVAILABLE JANUARY 1, desires com- 
plete line with well rated firm; prefer 
Mid-West or South-West; excellent 
references. E. Teguns, 19614 Winslow 
Road, Shaker Heights, Ohio. 





WANTED, LINES to cover five states; 
mountings, silverware and _ watches; 
have very fine clientele and guarantee 
good results; can furnish good reference; 
15 years on the road. Address “G., 
2108," care Jewelers’ Circular. 





SALESMAN with an established trade 
among the better rated jewelers and 
department stores wants gold filled line, 
specialties or jewelry novelties; com- 
mission basis; references. Address “‘Y., 
2053,”" care Jewelers’ Circular. 





PACIFIC COAST SALESMAN, 20 years’ 
experience selling the better retail 
jewelers, wants good gold ring line, 
mountings or jewelry novelties, to sell 
in connection with non-competing line. 
Address ‘‘V., 2052,’’ caré Jewelers’ Cir- 
cular. 








WANTED, FACTORY LINES, also 
American watch line for Southwest 
territory, by an experienced and 
well known traveler residing in terri- 
tory; list items in first letter. Ad- 
dress “R., 2138,”’ care Jewelers’ Cir- 
cular. 





MANAGER CREDIT STORE, live wire; 
18 years’ experience as forceful sales- 
man, supervise credits, specialist 
P & Ls, write advertising, sales pro- 
moting, originating new ideas, pepping 
up business and trimming effective 
windows; can produce results: fine 
references. Address “K., 2153,” care 
Jewelers’ Circular. 





SALESMAN AND ASSISTANT having 
New York headquarters, desires contact 
for 1935, with manufacturer of sterling, 
plate or affiliated lines; territory, 
Washington, D. C., to Portland, Me.; 
all cities and towns thoroughly cov- 
ered; preferably commission basis, no 
advances or drawing account; highest 
credentials as to ability ; experienced as 
sales manager and executive. Address 
“V., 2080,” care Jewelers’ Circular. 





RHINESTONE JEWELRY; creator, pro- 
duction foreman, 20 years’ American- 
European manufacturing experience on 
rhinestone, marcasite, white metal and 
plastic material novelties; a practical 
model maker and hub cutter who is 
capable of building up and keeping 
lines in shape, and knows die, mold 
and sand cast production methods 
thoroughly, is open for connection with 
reliable firm. Address “S., 2162,” care 
Jewelers’ Circular. 





SALESMAN with New York showrooms 
and assistants covering all territory 
thoroughly from Washington, D. C., 
east, desires contact for 1935 with 
manufacturers of sterling, plate or af- 
filiated lines; preferably commission 
basis, no advances or drawing account; 
highest credentials furnished. Address 
“W., 2081,” care Jewelers’ Circular. 





SALESMAN covering the Middle West, 
outstanding in ability and reputation, 
with an established friendly following 
amongst retail jewelers, seeks a popu- 
lar priced diamond mounted and 
general line; will represent exclusively 
if desired or carry another non-con- 
flicting line. Address “S., 2164,” care 
Jewelers’ Circular. 





DO YOU WISH Midwestern representa- 
tive at liberty January Ist? Experi- 
enced in clock, watch and jewelry 
lines; well and favorably known in 
jobbing, department store and mail 
order circles; highest references. Ad- 
dress “Circular, 110,” Room 1205 
Heyworth Bldg., Chicago. 


“CHINA”; Sennet Freres, 75 Nanking 


Road, Shanghai, China, well known 
wholesale jewelers, established in China 
since 1870, having thorough sales or- 
ganization covering the entire country, 
wishes to consider any jewelry, glass- 
ware, leatherware and fancy goods 
line; all catalogues and offers will be 
appreciated and carefully studied; ex- 
clusive agency basis preferred. 


WANTED, one or two representative 


lines to be handled in conjunction 
with one of best known Swiss watch 
lines, carried by me for past 12 years 
with an enviable record; have best 
trade both amongst wholesale and 
retail trade in the Middle West and 
South. Address “K., 2073,” care 
Jewelers’ Circular. 








Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








MANUFACTURER of souvenirs and 


novelties wants go getter making sou- 
venir and resort localities. Reply to 
“Pp., 2161,” care Jewelers’ Circular. 





A PAYING SIDE LINE on commission; 


special patented and non-competitive 
jewelers’ necessities for both the whole- 
sale ard retail trade everywhere. Ad- 
dress “Opportunity, 2112,” care Jewelers’ 
Circular. 





WANTED, SALESMAN calling on legiti- 


mate retailers, to carry side line semi- 
mounted white gold and platinum rings 
and diamond wedding rings: commission 
basis only: Middle West or New Eng- 
land. Address Adolph Rosenberg, 50 
Columbia St., Newark, N. J. 





SALESMAN for manufacturer’s line of 


gold and platinum wedding rings, wed- 
ding ring mountings, diamond wedding 
rings; must be high grade man covering 
Middle West. etc.; give full particulars: 
lines carried, territory covered. Ad- 
dress “D., 2104,’’ care Jewelers’ Circular. 





MIDDLE WESTERN, also Pacific Coast 


representative wanted with following, 
well rated department and jewelry 
stores, sell (side line) attractive im- 
ported semi-precious stone costume 
jewelry, popular prices; commission. 
‘Address “F., 2107,” care «Jewelers’ Cir- 
cular. 





WANTED SALESMEN with following 


among department stores and jobbers, 
to sell as a non-conflicting side line, 
commission basis only, well known line 
of popular priced salt and pepper 
shakers; Eastern and Southern terri- 
tories available. Peerless Silver Co., 
Inc., 251 Varet St., Brooklyn, N. Y. 








Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








DIAIL REFINISHER WANTED; good 


salary and excellent opportunity for 
good man. Address “M., 2116,’ care 
Jewelers’ Circular. 








(Continued on page 76) 
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Special Notices 


(Continued from page 75) 











HELP WANTED—Continued 





WATCHMAKER, A 1, prefer one who can 
do light jewelry repairing and some en- 
graving; store in Southern Arizona. 
— “C., 2101,’’ care Jewelers’ Cir- 
cular, 





SALESMAN to represent manufacturer of 
rings to jobbers for Pacific Coast from 
Denver west; must state full particulars. 
= egal “T., 2124,” care Jewelers’ Cir- 
cular. 





COLORED STONES; young woman for 
offce work, bookkeeping, stenography 
and filling orders; must be well recom- 
mended. Address “V., 2167,” care 
Jewelers’ Circular. 





JEWELRY SALESMAN WANTED by 
Chicago wholesaler for the States of 
Wisconsin and Minnesota; no watches: 
good proposition. Address ‘Circular, 
109,”” 1205 Heyworth Bldg., Chicago. 


JEWELRY SALESMAN WANTED by a 
manufacturer on a strictly commission 
basis; no advance drawing account; one 
having a side line; this line to.be repre- 
sented is a beautiful line of wedding 
rings, mountings in platinum and all 
colors of gold; a very fast selling line for 
the better class of trade; give informa- 
tion in detail when making reply as to 
territory, experience as a salesman of 
jewelry and ability. Address ‘‘M., 2113,” 
care Jewelers’ Circular. 





EARN MORE MONEY as a master 
watchmaker; poorly trained men 
who are slow, unskilled and follow 
out-of-date methods must give way 
to the trained expert; prepare your- 
self for bigger earnings; write today 
for big free book and learn how you 
too can get this master training. 
Chicago School of Watchmaking, 641 
Ashland Block, Chicago, Illinois. 





LEADING American watch house has 
opening for a real salesman, territory 
from Baltimore to Florida; pay will be 
commensurate with results obtained; 
the man we want may be now em- 
nloyed, but would like a real position 
January 1st; give full details in your 
letter, which will be held strictly con- 
fidential. Address “A., 2191,” care 
Jewelers’ Circular. 





SALESMAN to carry a popular watch 
line on commission basis for the Pacific 
Coast; Kansas and neighboring states; 
Wisconsin and neighboring states. Ad- 
— “N., 2119,’ care Jewelers’ Cir- 
cular. 





SALESMAN to represent well known 
Middle West manufacturer of gold 
rings in New York and Eastern States; 
Boston resident preferred: give full 
particulars. Address “J., 2171,” care 
Jewelers’ Circular. 





WANTED, reliable salesman acquainted 
with the jewelry trade, to represent 
manufacturer; exclusive territory and 
liberal commission: state full particu- 
lars. Address “P., 2181,’’ care Jewelers’ 
Circular. 





OPTOMETRIST, best double window 
jewelry store, give one window, half 
store, no rent, straight percentage on 
cash intake; have optical chair and 
—e* good trade. Atkins, Jeweler, 

ye, N. Y. 





WANTED, SALESMAN to cover retail 
stores New York City and vicinity; must 
have good following: on commission 
basis and small drawing account: good 
opportunity to sell prominent ring line. 
= *““W., 2127,”’ care Jewelers’ Cir- 
cular. 





WANTED, RESIDENT MEN to represent 
Standard Swiss watches, outstanding, 
well known lever line; department 
stores and retail trade; straight com- 
mission basis; full details in first letter. 
ot a “V., 2126,’’ care Jewelers’ Cir- 
cular. 





! 


ALESMAN to carry two lines to the 
retail trade; platinum mountings and 
semi-mounted and a gold line of ladies’ 
and gents’ mountings and semi- 
mounted; drawing against commission. 
eo “C., 2134,’’ care Jewelers’ Cir- 
cular. 





A WELL ESTABLISHED FIRM manu- 
facturing gold mountings, wedding 
rings and jewelry, desires the services 
of a man with established following 
among the jobbing trade of the middle 
western, southern and western states; 
references. Address ‘D., 2135,’’ care 
Jewelers’ Circular. 





AN old large reliable manufacturer of a 
popular priced line of silver and chro- 
mium plated hollowware and electrical 
household appliances is open for a live 
wire representative for Chicago and the 
Northwest up to Kansas City and the 
Southern territory except Texas; draw- 
ing account against commissions; pro- 
ducers onlv_ should reply. Lehman 
Brothers, 197 Grand St., New York. 





SALESMEN for American and Swiss 
watch and diamond line for long 
established leading wholesale jewelry 
firm, on commission basis only, for 
Southwest, Middle West, New Eng- 
land and Middle Atlantic States, 
carrying other non-conflicting lines; 
will consider thoroughly experienced 
men only; references in first letter. 
Address “H., 2180,” care Jewelers’ 


Circular. 


For Sale. 


Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 














STOCK AND FIXTURES; $360 wiil 
handle. C. Weare, Brawley, Calif. 





COMPLETE jewelry store outfit; location 
good, living room in rear, nicely fur- 
nished; investigate; $4,000 cash, invoice 
$6,000. W. O. McMahan, 504 Hampshire 
St., Quincy, Ill. 





FOR SALE, jewelry and repair business, 
established 26 years; located in New 
Jersey; owner is retiring, and will sell 
reasonable. Address ‘‘X., 2128,’’ care 
Jewelers’ Circular. 





PAW NBROKER AND JEWELRY 
store, established 30 years, in town 
of 165,000 in Southwest, with or without 
loans; reason for selling, illness. Drill- 
ing & Kaleko, 87 Nassau St., New York. 





FOR SALE JEWELRY SHOP on West 
46th St., New York; completely out- 
fitted ready for immediate use; will 
sacrifice; 20 seats—18 windows; rea- 
sonable rent. Address “M., 2157,” care 
Jewelers’ Circular. 


JEWELRY STORE, 17 miles from New 
York, established 25 years, modernly 
equipped, repairs never less than $199 
a week; good chance to reap immediate 
benefits from Xmas sales: sell account 
illness. Address “A., 2192,” care Jewel. 
ers’ Circular. 





JEWELRY STORE established 36 years 
in Brooklyn; plenty of watch and 
jewelry repairing; good location, goog 
following ; well equipped, stock, fixtures, 
machinery, tools and materials; burg- 
lar alarm, siren, Federal gas protection; 
reason, ill health, retiring. Address 
“H., 2170,” care Jewelers’ Circular. 








For Sale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








ANTIQUE WATCHES and_ movements 


for sale, of interest to collectors: list 
and price on request. Address “T,, 
2185,” care Jewelers’ Circular. 





FINE Georgia paper shell pecans, “As 


Fine as Grow,” thirty to fifty cents per 
pound, delivered, U. S. R._S. Broad- 
hurst (Jeweler), Americus, Ga. 





FINE JEWELER’S FIXTURES, solid 


mahogany and heavy plate; wall cases, 
enclosures, etc.; no reasonable offer re- 
fused; in storage. Box 685, Ridgewood, 
N. J. 





WINDOW PLATFORM complete with 
trays for cards, 50 in. by 55 in., 7% ft. 
high; also 7-ft. regulator, very cheap; 
photos furnished. Store, 753 Manhat- 
tan Ave., Brooklyn, N. Y 





WHILE THEY LAST, two special jewel- 


er’s safes, ready for immediate use, can 
be bought very cheap; must be dis- 
posed of. Store, 44 West 29th St., New 
York. Murray Hill 4-3809. 





GOLD BUYERS ATTENTION; _indis- 


pensable book on fine gold content, 
weights, values in lower grade gold 
and comparison instantly calculated, 
price $1. A. Ch. Reisz, Box 17, Bara- 
boo, Wis. 





SHOP EQUIPMENT, benches, polishing 


dust collectors, presses, dies, drop ham- 
mers, rolls, furnaces, scales, safes, bot- 
tom prices; favorable terms. Leiman 
Bros.. 152 Christie St., Newark, N. J. 
and 23 Walker St., New York. 





AMERICAN REBUILT WATCHES, com- 


plete or movements 7 to 23 jewel, 
grades standard makes; we buy your 
surplus watches; check by return mail 
same day as received; get our prices on 
rebuilts. Klar & Winterman, 2310 Elm 
St., Dallas, Texas. 








AMERICAN AND SWISS watch cases 
and dials for every watch shape and 
stvle: chrome cases, 18, 16, 12 and 6 
size, at $1 and up; combination chrome 
cases with dials, 8%, 9% and 10% 
ligne, at $1.10; O/S and 3/0 size at 
75 cents and up; gold filled in yellow 
and white, 18/0, 10/0, 6/0 and 4/0 
at $1.50 and up. M. Wolf, Jobber, 132 
Nassau St., New York. 








WATCH CASES AND DIALS: watch- 
rebuilders and sub-jobbers attention! 
We carry a complete line for American 
and Swiss movements; lowest prices 
and quick service guaranteed: special 
prices on quantity: individual atten- 
tion given all information desired by 
mail; positive cash refund if not com- 
pletely satisfied. Bridge Watch Case 
Co. or Ben Wolfe, 80 Bowery, New 
York. 
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jIN old testing stones; no imita- 
oo ¥tTT Ce composition, guaranteed 
-natural teststones, the only genuine 
offered in America today; we supply all 
the largest refiners and we are now 
able to supply the retail jeweler in sizes 
from one inch to any size; price, grade 
‘A, 100% perfect, $1.50 square inch; grade 
B same grade, slightly imperfect, $1 
square inch; money refunded if not as 
represented. TesTrite, 2 LaFayette St., 
New York City. 











WATCH CASES for every movement, 
every shape, quality and size; now is 
the time to put your movements in the 
latest modern designed cases; send us 
your movements and let us supply you 
with cases and dials; compare our 
prices; 6%1, 6%1 Chrome, hand en- 
graved 60 cents, three for $1.50; 10K. 
RGP, $1.40; combination cases and 
dials to take all movements, in chrome, 
$1.15; in yellow, $1.65; 0/S, 3/0, 10/0, 
6/0 90 cents ea.; pocket cases, $1.00 up; 
price discount in small quantities; free 
circular. Hudson Case Co., 80 Bowery, 
New York. 








Business Opportunities. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewelers’ 
Circular to keen its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade refer- 
ences. Announcements must pass the strict 
censorship requirements of The Jewelers’ 
Circular. 





DO YOU WANT CASH for any part of 
your stock or stock and fixtures? Write 
or wire S. Siegel & Co., 718 Vine St., 
Cincinnati, Ohio. 





HIGHEST PRICES PAID for old move- 
ments. Ship movements to Hudson Case 
Co., 80 Bowery, New York, express 
collect. 





HIGHEST CASH PRICES PAID for dia- 
monds, watches, jewelry; money by re- 
turn mail; bank references; all business 
strictly confidential. Emil Noel, 29 E. 
Madison St., Chicago. 





ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, 37 Cornhill, 
Boston, Mass. 





ATTENTION! Jewelry specialties manu- 
facturers; patented novel pencil attach- 
ment to be manufactured and dis- 
tributed; will consider selling outright 
or on royalty basis. Peterson, 242 East 
46th St., New York. 





GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash our direct outlet 
enables us to pay you higher prices; 
bank and trade references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 





ARE YOU GOING OUT OF BUSINESS” 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage: rating and ref- 
erence of the highest order. Van 
Praag & @o., 718-720 Broadway, New 
York, established 1889. 


LONG ESTABLISHED, well known 
Eastern jewelry manufacturer of metal 
novelties now in demand, seeks man 
with manufacturing and sales experi- 
ence with some capital to invest in a 
sound business enterprise and to take 
an active interest in the management; 
details gladly furnished to qualified 
parties. Address ‘‘F., 2177,” care Jewel- 
ers’ Circular. 





WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 
large stock; we see you at our ex- 

_ pense and give bona fide cash offer; 
(or send surplus stock and get cash 
by return mail); best references. 
Colmes Brothers, 11 Beacon St., 
Boston, Mass. 





HIGHEST CASH PRICES PAID for all 
or part of your jewelry stock, with or 
without fixtures; we have bought out 
and liquidated leading jewelry con- 
cerns; communicate with us without 
obligation; established 36 years, same 
address. Brooklyn Purchasing Syndi- 
cate, Frank Walker, Proprietor, 610 
Broadway, Brooklyn, N. Y. Telephone: 
Pulaski 5-1798. 





GET THE CASH AND MORE, too, from 
us; we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail: no obligation to accept offer, if 
unsatisfactory, but since others have 
been satisfied, you will too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close out. 
otherwise ship vour surplus goods and 
receive cash. Gordon Bros., 18 Prov- 
ince St., Boston, Mass. 








Wanted to Purchase. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








WANTED an engraving block with at- 
tachments (Rescino preferred); will pay 
cash. Address ‘‘O., 2120,’’ care Jewelers’ 
Circular. 





DON’T MELT YOUR COIN, English or 
European silver pieces, tea or coffee 
sets until vou write to P. O. Box 152, 
Norwalk,’ Conn. 











Watch Work for the 
Trade. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








SEND ALL YOUR WATCH REPAIRS to 
the Factory P. Tieche, 95 Nassau St., 
New York. N. Y.. repairs and mate- 
rials; quick mail service. 





WATCH REPAIR EXPERT; special at- 
tention given out-of-town trade; 24 
years of experience. For further infor- 
mation address ‘‘E., 2175,’’ care Jewel- 
ers’ Circular. 





LONG ESTABLISHED, widely known 
manufacturing rhinestone jewelers with 
facilities for the production of all lines 
of ornamental jewelry desire to expand 
their business, seek a man with sub- 
stantial capital who possesses both ex- 
perience and ability. Address ‘‘H., 2110,’’ 
care Jewelers’ Circular. 








ELECTRIC CLOCKS REPAIRED for 
the trade; also chime, French, ship 
and antique clocks ; work guaranteed, 
prompt, reasonable; 25 years’ ex- 
perience. J. Rosenberg, 83 Canal 
St., New York. Dry 4-1340. 





M. L. SCHWARTZ, Watch Repair Lab- 
oratory, equipped to serve you promptly, 
efficiently, inexpensively; estimates on 
request. Room 606, 1133 Broadway, New 
York. Chelsea 2-8514. 





SPECIALIST ON DIFFICULT JOBS, re- 
pair fine complicated watches, clocks, 
chronometers, timers, chimes; repairs 
guaranteed ; 30 years’ experience. 
— Bosserdet, 12 John St., New 

ork. 





GUARANTEED watch repairing (no 
cleaning machine), expert watch- 
makers; promptest service; trial 
order will convince. S. A. Peck & 
Co., 55 East Washington St., Chi- 
cago, IIl. 





HIGH CLASS watch repairing for the 
trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate: excellent references furnished: 
out of town accounts solicited; Holmes 
Protection. Haskel Melnick, 19 Cliff St., 
New York. 





8S. HELFGOTT, high grade watchmaker 
for the trade, specializing in experi- 
mental work, cutting wheels, parts for 
watches, clocks, chronometers and re- 
peaters; satisfaction guaranteed; esti- 
mates upon request. 64 Fulton St., 
New Yor 








To Let. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








SPACE FOR RENT; part of large office 
for rent; can be rented either furnished 
or unfurnished; office facing north. 
Apply Room 12(%, 64 West 48th St., 
New York. 





WINDOW SPACE prominent business 
location; 15 foot frontage, suitable 
watchmaker or jeweler. Hotel Theresa 
Building, 125th St. & 7th Ave., Barber 
Shop, 2088 7th Ave., New York. 


Lost 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 














LOST, one marquise diamond, slightly 
brown, large chip; reward, $300. Ad- 
dress “D., 2146,” care Jewelers’ Cir- 
cular. 





LOST, diamond and ruby watch, Elgin 
movement, 28 baguette-shaped_ dia- 
monds and 28 baguette-shaped rubies 
in the platinum watch case and brace- 
let. Communicate at once with The 
A. F. Smith Co., Inc., Omaha, Neb. 








#liscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








PATENT ATTORNEY secures patents, 
trade-marks, copyrights; call or send 
me your sketch or model: confidential! 
advice; literature. Z. H. Polachek, 
1234 Broadway, New York. 





LEARN WATCH REPAIRING by doing 
it; thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 111 West 
111th St., New York City. 





WATCHMAKERS! increase your ability 
‘through the highly recommended 
books: ‘“‘Rules and Practice for Adjust- 
ing Watches” and ‘Practical Balance 
and Hairspring Work’’; circulars free. 
Walter Kleinlein, Waltham, Mass. 
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Jewelry Taxes in October 
Reported as $139,277.96 


WasuincTon, D. C., Nov. 21.—Jewelry 
tax collections for October, as shown by 
the first reports of the Internal Revenue 
Department, reached $139,277.96. This 
shows a distinct drop from the collections 
of the department in October, 1933, which 
reported $450,423.39. 

The decrease, of course, is due not to 
any decrease in sales by manufacturers in 
the jewelry trade, as a whole, but to the 
fact that under the law since May 10, last, 
sales have only paid a tax when the arti- 
cles were sold at $25 or more, whereas in 
the previous year the tax was paid on all 
sales above $3. 


Sale of Seized Smuggled Watches 
Postponed on Protest of Importers 


Utica, N. Y., November 7.—As an- 
nounced in THE JEWELERS’ CIRCULAR in 
the last issue, U. S. Marshal Cromie had 
advertised a sale of 675 Swiss smuggled 
watch movements to be held here today 
at the Federal building. The sale was 
not held. 

As a result of the announcement by the 
marshal with a list of the movements to be 
sold, objection against the action was 
made on behalf of the watch importers 
and assemblers and a strong protest was 
sent to the Department of Justice by 
Herbert Ollendorff, president of the 
American Watch Assemblers Associa- 
tion. It was announced today that as a 
result, auction sale had_ been _post- 
poned for three months and word to that 
effect had been sent to the Watch Assem- 
blers Association. 


William L. King 


ATTLEBORO, Mass., Nov. 17.—William 
L. King, who died at his home here last 
night after a sickness which covered 
more than a year, had been active and 
prominent in manufacturing jewelry, 
banking, fraternal and political affairs of 
this city for more than half a century. He 
is survived by his widow. 

He was born in Rehoboth, Mass., Nov. 
4, 1860, and attended the public schools 
there. He first became identified with 
the jewelry industry when he entered the 
employ of Bliss Bros. Co., this city, to 
learn the trade. He later was employed 
by Arnold & Steere at Providence in an 
executive capacity. Returning to Attle- 
boro in 1900, he became associated with 
the firm of E. D. Gilmore & Co. as a part- 
ner, continuing therewith for 30 years 
until the firm was dissolved. 

Active in everything pertaining to the 
industry, he was a member of the New 
England Manufacturing Jewelers’ & Sil- 
versmiths’ Association, the Association In- 
dustries of Massachusetts, the Manufac- 
turing Jewelers’ Board of Trade and the 
former National Jewelers’ Board of 
Trade. He was also a director of the 
First National Bank of Attleboro; vice- 
president of the Attleboro Savings Bank 
and Loan Association; a trustee of the 
Attleboro Savings Bank, and held many 
other offices. 
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‘America’s Leading Jewelry 
Auctioneer” 


Telephone: Rector 2-0677 


Cable Address: Handsale, New York 


STRICTLY ETHICAL 
AUCTIONS 





CONDUCTED UNDER THE RETAIL JEWELRY CODE! 


A quick inexpensive way to raise cash or liquidate your entire stock. The 
legitimate “Hand Auction” will bring far better results than by selling 
in bulk. Your reputation well guarded. Known favorably by The Jewelry 
Trade Everywhere. Have conducted many auctions under supervision 
United States and Canadian Courts, for Banks, Trust Companies, Executors, 
Trustees, Receivers, Representative Jewelers and Members National Jewelers 
Board of Trade. No stock too large or too small! Experience! Ability! 


Results unequalled! 


. 


q Free information on 
how to conduct an auc- 
tion under the Code. 
Write or wire. Cor- 
respondence confiden- 
tial. 


q Write for illustrated 
Book on Auctions ex- 
plaining ethical methods 
endorsed by jewelers 
everywhere. 





WE DO OUR PART 
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Gift Department Meets Economic Conditions 
(From page 21) 


sure salesmanship, but they are strongly influenced by 
their own tastes. 

In the Wise gift department none is urged to buy. The 
customers are regarded as friends and guests who have 
come for a visit. Those who say they are “looking 

. around” are left to browse about as they would be in a 
library or amuseum. The whole arrangement is designed 
to promote their desire to explore. Often the thing that 
attracts a customer the most is something that he thinks 
he ought to have by the right of discovery. When he 
gives signs of having reached that stage of decision, the 
alert salesman is able to detect it and inquires if he can 
be of service. 

This homelike atmosphere which the management has 
developed in the Wise gift department is due to several 
factors. The store itself is an institution, as any concern 
well and favorably known for a century is likely to be. 
When it celebrated its centennial a few months ago it 
had a loan exhibition of articles purchased in the last 
century by the old families of the borough. The excel- 
lent state of preservation of those relics was commented 
upon by the local newspapers. That bit of publicity im- 
pressed the public that the house was maintaining its 
ancient traditions for quality. The younger generation 
of Long Island knows the history of the store and is 
attracted to the place at all seasons and especially at 
Christmas by many friendly reminders. The newspaper 
advertising, direct by mail matter and special catalogues 
all give the impression of welcome. Although the store 
is known to have a wealthy clientele, it is in no sense “high 
hat.”” It is everybody’s home because of its genial holiday 
spirit which is felt every month of the year by those who 
enter its doors. 

For such an institution to conduct a large business in 
articles of popular appeal and the selling of costly mer- 
chandise under the same roof, might seem to some persons 
a difficult problem. The answer to that equation is that 
everything sold has the mark of being the best of its kind. 
All the merchandise is selected for durability. 

The sales force of this silver and gift department, under 
the supervision of its manager and buyer, Mr. Cohen, 
are not held down to one class of merchandise. They 
range all over the floor and are familiar with every ob- 
ject on view. The same salesman may take an order for 
a $500 solid silver tableware layout, a very frequent 
occurrence, by the way, and the next minute sell an article 
at a popular price. Whatever he does, his manner is 
interested and courteous and he shows everything by 
which the customer seems attracted. 

Throughout the department is the same air of home- 
like intimacy. Customers of years standing and the visi- 
tors who come for the first time sense the same spirit. 
The merchandise on the tables is arranged in an invit- 
ing manner which seems casual, but brings out all its 
decorative values. The objects are so spaced that the 
visitor may see all sides of them and even pick them up 
to examine them more closely without feeling he is dis- 
turbing a prim array. 

In this all-around stock is something for everybody— 
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for youth and maturity, for the sophisticated, the ultra- 
moderns and for the conservatives. 

That the methods of William Wise & Son as carried 
out in this model gift department pay is evidenced by the 
fact that since the first of the year its business has in- 
creased 80 per cent. 


Lynchburg, Va., Passes Ordinance Regulating 
Firms Who Buy Gold 


LyncuBurG, VaA., Nov. 15.—Acting upon the complaint of 
some of the leading jewelers and other merchants of this section, 
the Council of Lynchburg has just passed an ordinance which it 
is expected will tend to stop the fleecing of local residents from 
outside dealers whom they cannot control, and who are now 
endeavoring to buy gold from the citizens of this city. The 
ordinance provides a new section to the Tax Ordinance cover- 
ing dealers in precious metals, and was adopted Nov. 12 after 
active work of a number of merchants, among whom W. D. 
Oppleman of Phillips Brothers, Inc.. was a prominent member. 
It reads: ORDINANCE 

Be Ir Orpatnep by the Council of the City of Lynchburg that a new 
section be added to the Tax Ordinance to be known as Section 39%, 
which shall read as follows: 

Section 3914—DEALERS IN PRECIOUS METALS 


No person, firm or corporation (other than persons paying regular 
merchants’ licenses and who have been engaged in such business in the 
City of Lynchburg for a period of six months prior to the adoption of 
this ordinance) shall engage in the business of buying gold, silver, 


platinum, and other precious metals or stones within "he City of Lynch- 
burg, unless they shall first take out a city license therefor; and a 
license tax of $1,000 per annum not prorated is hereby imposed on all 
persons, firms or corporations (not excepted as above provided) engaged 
in such business of buying gold, silver, platinum and other precious 
metals or stones, within the City of Lynchburg. 


Watch Case Manufacturers Ask Amendment to the Code 


WasuincrTon, D. C., Nov. 22.—The Watch Case Manufactur- 
ing Industry, through the Code Authority, has submitted an 
application for amendment of the Code of Fair Competition 
for such industry by amending such code as hereinafter set 
forth and as submitted in the application for amendment. 
The amendments proposed in such application are as follows: 
Amend Article VIII, Section 1(a) by deleting the last six 
words reading as follows: 
“six specific quality marks as follows:” 

and substitute therefor the following: 
“other than with one of the specific quality marks author- 
ized in the following six subsections of this paragraph.” 

Amend Article VIII, Section 1(a), subsection (1) by deleting 
the last sentence reading as follows: 

“In no case may the word ‘Platinum’ be abbreviated,” 
and substitute therefor the following: 

“Nothing in this subsection, however, shall be deemed to 
prohibit the manufacture or sale of any platinum watch 
case manufactured and stamped in accordance with the 
laws governing the quality stamping of platinum watch 
cases in any State of the Union or the District of Columbia, 
provided, that in all other respects the stamping or mark- 
ing of such cases is in full conformity with the provisions 
of this code.” 

Criticisms of, objections to or suggestions concerning said 
amendments must be submitted to Deputy Administrator W. L. 
Schurz, Room 402, 1518 K St., N.W., Washington, D. C., prior 
to Tuesday, Dec. 11. 


George H. Marcher and F. A. Marcher have dissolved 
the firm of Marcher Bros. This association had continued 
over a period of several years. F. A. Marcher will con- 
tinue at the old location at 800 West Sixth St., Los 
Angeles, Cal., and Geo. H. Marcher will announce his 
plans later. . 


THE JEWELERS’ CIRCULAR 
for December, 1934 





